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Fire and Casualty 
Premium Increases 
Reported in Canada 


Gain of Approximately 15% in 
1941 Over 1940, Dominion 
Superintendent States 


FIRE LOSS RATIO IS LOW 


37% Figure of 1940 Not Expected 
to Be Exceeded; Auto Accident 
Ratio Somewhat Higher 





The fire and casualty business in Can- 
ada experienced increases over figures 
for the previous year, a statement on 
1941 operations prepared by G. D. Fin- 
layson, Canadian Superintendent of In- 
surance, reveals. In part, Mr. Finlay- 
son’s report reads as follows: 

‘Using premium income as the index 
of production, the increase in 1941 over 
1940 will be found to be approximately 
15%. In 1940, the premiums written for 
fire, automobile and the various classes 
of casualty business amounted to approx- 
imately $85,000,000; the amount for 1941 
will be considerably in excess of $95,- 
000,000. 
Substitute Term Policies 

“In interpreting these figures regard 
must be had to the practice fairly gen- 
eral throughout 1941 in the fire insur- 
ance field, of the substitution of a three- 
year term instead of the former one- 
year term for mercantile risks; the re- 
sult will be to increase the 1941 premium 
income at the expense of the income for 
the two succeeding years. It will prob- 
ably be found that, to get the true 
picture of the increasing volume of busi- 
ness, the comparative figures for the 
three-year period will have to be taken 
into account. 

“The fire loss ratio of approximately 
37% in 1940 will not be exceeded in 1941; 
a reduction is rather to be expected. In 
the automobile field restrictions on the 
consumption of gasoline and a conse- 
quent reduction in traffic may have 
tended to reduce both premiums and ac- 
cidents, but the latter have been swollen 


by wartime pressure and recklessness, 


so that the loss*ratio will be found to 
be not less, but probably greater than 
in 1940,” 

Comparing the fire and casualty busi- 
ness in Canada in 1941, the second year 
alter war was declared, with 1916, the 
corresponding period in the last war, he 
continued. 

“Fire insurance premiums written in 
1916 amounted to under $28,000,000; the 
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Prestige 


One of our underwriters distributes life insurance protection 
in a farming and industrial country just outside one of the largest 
cities, doing business with citizens of that solid community. 


He has built up such a splendid reputation for integrity and 
helpfulness that his clients think of him not only as a life insur- 
ance underwriter but also as a friend and an advisor in any 
situation. They believe in him and they believe in his judgment. 


One policyholder thought so highly of this underwriter that 
in his will, settling an estate of over two millions of dollars, he 
appointed him co-executor, thereby placing in his hands more of 
the responsibility for the future of a family which already he had 
protected by life insurance. 


This was a considerable compliment to the underwriter, as 
well as a reflection of the good judgment of the insured in placing 
his trust in a good man. 


In all this we see prestige at its soundest. For prestige is not 





publicity—it is good reputation. The prestige of the individual 
life underwriter is an essential component in the prestige of the 
life insurance business. 


- 


THE PENN MUTUAL LIFE INSURANCE CO. 


WILLIAM H. KINGSLEY JOHN A. STEVENSON 
Chairman of the Board President 


INDEPENDENCE SQUARE, PHILADELPHIA 























Metropolitan Life to 
Omit Its Convention 
Because of War 


President Lincoln Announces Deci- 
sion in Letter to Company’s 
Field Force 


TO MAKE REGIONAL VISITS 











Big Convention “Not in Keeping 
With Situation’’; Meetings 
Held for 50 Years 


The Metropolitan Life has notified its 
field force that the annual convention of 
Metropolitan managers which heretofore 
has been held at the home office in New 
York in April will be omitted this year 
because of the war. For nearly fifty 
years these meetings have been held in 
New York as many as 1,500 field men 
from district offices throughout the 
United States and Canada attending in 
recent years. These were great rallying 
occasions that lasted a full week open- 
ing with a generai session addressed by 
Chairman Frederick H. Ecker and Presi- 
dent Leroy A. Lincoln, the delegates 
later gathering in smaller groups. The 
Group Division under Vice-President 
James E. Kavanagh held a convention 
of its own preceding the main conven- 
tion. 

President Lincoln’s Letter 


In a letter to the field force announc- 
ing the omission of the convention Pres- 
ident Lincoln said in part: 

“Since the initial shock of the news 
from Pearl Harbor and the succeeding 
anxious days during which our country 
declared a state of war with Japan, with 
Germany, and with Italy, we have come 
to some realization of what must neces- 
sarily confront us all. Perhaps there has 
not yet been time to take stock of the 
whole situation nor to reach any com- 
pletely defined conclusions as to every- 
thing which we in the Metropolitan 
should do, but decisions as to certain 
questions had to be made promptly. 

“The most disannointing to us—and to 
you—will be the decision that the com- 
pany’s annual convention of managers, 
scheduled to be held April 8 to 11, will 
have to be omitted. In times like these, 
a national assembly of the principal 
representatives of our field force from 
one end of the country to the other, 
even for business purposes as it would 
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Defense Savings Pay-Roll Allotment Plan 






voluntary 
pay-roll 
allotment 
plan 


helps workers provide for the future 


helps build future buying power 





helps defend America today 


This is no charity plea. It is a sound business proposition that 
vitally concerns the present and future welfare of your company, 
your employees, and yourself. 

During the post-war period of readjustment, you may be faced 
with the unpleasant necessity of turning employees out into a 
confused and cheerless world. But you, as an employer, can do 
something now to help shape the destinies of your people. 
Scores of business heads have adopted the Voluntary Pay-roll 
Allotment Plan as a simple and easy way for every worker in 
the land to start a systematic and continuous Defense Bond 
savings program. 


Many benefits . . . present and future. It is 
more than a sensible step toward reducing the ranks of the 
post-war needy. It will help spread financial participation in 
National Defense among all of America’s wage earners. 

The widespread use of this plan will materially retard infla- 
tion, It will “store” part of our pyramiding national income 
that would otherwise be spent as fast as it’s earned, increasing 
the demand for our diminishing supply of consumer goods. 

And don’t overlook the immediate benefit . . . money for 
defense materials, quickly, continuously, willingly. 


Let’s do it the American way! America’s talent for 
working out emergency problems, democratically, is being 
tested today. As always, we will work it out, without pressure 
or coercion ,.. in that old American way; each businessman 
strengthening his own house; not waiting for his neighbor to do 
it. That custom has, throughout history, enabled America to 
get things done of its own free will. 


In emergencies, America doesn’t do things 
“‘hit-or-miss.’’ | We would get there eventually if we 
just left it to everybody’s whim to buy Defense Bonds when they 
thought of it. But we’re a nation of businessmen who under- 
stand that the way to get a thing done is to systematize the oper- 
ation. That is why so many employers are getting back of this 
Voluntary Savings Plan, 

Like most efficient systems, it is amazingly simple. All you 
have to do is offer your employees the convenience of having 
a fixed sum allotted, from each pay envelope, to the purchase of 
Defense Bonds. The employer holds these funds in a separate 
bank account, and delivers a Bond to the employee each time 
his allotments accumulate to a sufficient amount. 

Each employee who chooses to start this savings plan decides 
for himself the denomination of the Bonds to be purchased and 
the amount to be allotted from his wages each pay day. 













This space donated by The Eastern Underwriter Company 


How big does a company have to be? From 
three employees on up. Size has nothing to do with it. It works 
equally well in stores, schools, publishing houses, factories, or 
banks. This whole idea of pay-roll allotment has been evolved 
by businessmen in cooperation with the Treasury Department. 
Each organization adopts its own simple, efficient application 
of the idea in accordance with the needs of its own set-up 


No chore at all. The system is so simple that A. T. & T. 
uses exactly the same easy card system that is being used by 
hundreds of companies having fewer than 25 employees! It is 
simple enough to be handled by a check-mark on a card each 
pay day. 


P lenty of help available. Although this is your plan 
when you put it into effect, the Treasury Department is ready 
and willing to give you all kinds of help. Local civilian com- 
mittees in 48 States are set up to have experienced men work 
with you just as much as you want them to, and no more. 

Truly, about all you have to do is to indicate your willingness 
to get your organization started. We will supply most of the 
necessary material, and no end of help. 


The first step is to take a closer look. Sending in 
the coupon in no way obligates you to install the Plan. It will 
simply give you a chance to scrutinize the available material and 
see what other companies are already doing. It will bring you 
samples of literature explaining the benefits to employees and 
describing the various denominations of Defense Savings Bonds 
that can be purchased through the Plan. 

Sending the coupon does nothing more than signify that you 
are anxious to do something to help keep your people off relief 
when defense production sloughs off; something to enable all 
wage earners to participate in financing Defense; something to 
provide tomorrow’s buying power for your prod- 
ucts; something to get money right now for guns 
and tanks and planes and ships, 

France left it to “hit-or-miss” . . . and missed. 
Now is the time for you to act! Mail the coupon 
or write Treasury Department, Section A, 709 


Twelfth St. NW., Washington, D. C. 









Treasury Department, Section A, 
709 Twelfth St. NW., Washington, D. C. 






Please send me the free kit of material being used by 
companies that have installed the Voluntary Defense 
Savings Pay-Roll Allotment Plan. 
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Insurance to cover the purchase of a 
© business is in principle no more com- 
. plicated than any other insurance but 
proper care in formulating the plan, 
setting up the policy provisions, drafting 
| the purchase agreement and administer- 
ing it are essential if the plan is to 
work out smoothly, stated Robert J. 
| Lawthers, manager of the benefit de- 
; partment of the New England Mutual 
' in an address before the Chicago Life 
| Insurance and Trust Council yesterday. 
« At the outset Mr. Lawthers urged 
f that the home office of the company 
be consulted before the purchase agree- 
ment is drawn up to get the benefit of 
its experience and to comply with its 
requirements. The New England Mu- 


uf 


tual, for instance requires a copy of 
F the agreement before it will issue a 
' policy under its terms. In connection 
' with any such plan Mr, Lawthers sug- 
vests the following questions be asked: 


Is it a real living trust? Has legal ownership 
of property actually passed to a trustee? 

If not, is it without question a presently made 
contract even though consummation is deferred? 

What is the consideration for the covenants 
to be enforced? 

Could it by any chance be claimed that the 
agreement is a device to defraud creditors of 
the decedent’s estate from their remedy against 
his assets? (There will certainly be an attempt 
to so construe it if the insured’s estate should 
be insolvent apart from the interest in the 
business and if the estate does not itself receive 
the purchase price.) 

If the agreement should be upset and the 
traisier of ownership should not be consum- 
mated, will the respective parties be automat- 
ically in equitable positions? 

_ Will the interest in the business be 
in the decedent’s estate? 

Will the insurance proceeds be taxable in the 
decedent’s estate? 

If both could be held so 
t estate without question be able to offset the 
interest in the business? (In such event observe 
care that the insurance proceeds are in lieu of 
ae interest rather than in addition 
0 it. 

Is there any possibility of the Government 
claiming that the insurance proceeds will be re- 
ceived by a transferee for value? (If it should 
be so held, such proceeds will be subject to 
immediate income tax at the insured’s death.) 


taxable 


taxable, will the 
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After | the interests have been transferred, 
what will be the cost basis to the survivors, 
upon subsequent sale, in connection with their 
income tax 


Suggests “Ideal” Plan 


As a working basis Mr. Lawthers sug- 
gested an “ideal” plan for partnership 
or stock purchase agreement which he 
summarized as follows: 

“This ideal arrangement will be a 
presently effective agreement of pur- 
chase and sale, based on present consid- 
eration, duly executed by the parties, 
by which each agrees, if he dies, to sell 
his interest in the business to the 
others; and each agrees if he lives, to 
buy some specified portion of the busi- 
ness interests of those who decease. 

‘It is generally conceded that such 
an agreement, properly drafted, is not 
testamentary in nature, and is enforce- 
able at the death of any one of the 
Parties, both against the estate of the 
deceased party and against the surviving 
parties. The consideration is the mu- 
tuality of the covenants. 

“Theoretically life insurance is not an 
essential part of such an agreement. 
tactically, however, it is the flesh which 
covers and gives lifé to the skelton. It 
a ne life insurance that as- 
he “se 7 aged to each party that if 
ae “age 1e will have the funds with 
prs Aged may enforce performance by 
ps fools e and In turn assurance is given 
will party that if he dies the others 

not only be legally bound to per- 


ROBERT J. LAWTHERS 


form the agreement but financially able 
to do so. 

“We therefore add to the agreement a 
provision requiring each associate to 
keep in force such amount of insur- 
ance on the lives of the others as may 
be necessary to the purchase agreement, 
paying the premium thereon from his 
own funds. : 

“We will have reciprocal applications 
for new insurance. Each party will apply 
for and pay the premiums on a policy 
on the life of each of the other parties. 
Each policy will be of an amount suffi- 
cient to make available, at the death 
of the insured, the necessary funds 
which the survivor will use to purchase 
his appropriate portion of the insured’s 
interest in the business. The applicant 
and the applicant’s estate will be the 
beneficiary and the owner of the policy, 





entitled to receive the proceeds at death, 
and entitled during the insured’s life- 
time to exercise every right whatsoever 
in connection with the policy. 

“Taking the plan and agreement thus 
far, what is the situation at the death 
of one of the parties? Each survivor 
receives insurance proceeds adequate to 
carry out the agreement he has made. 
He is legally bound to use such in- 
surance, to the extent necessary, to 
purchase from the estate of the decedent 
the latter’s interest in the business. He 
is legally bound to turn over such pur- 
chase price to the estate of the decedent, 
and such estate, in return, is bound to 
turn over to him the stock or the part- 
nership interest of the decedent. 

“This will not be a trust, but if prop- 
erly drawn, will be an enforceable con- 
tract made during the joint lives of the 
parties. The consideration for the con- 
tract is again the mutual covenants. The 
decedent’s creditors will have no ground 
for attacking it because the value of 
the business will be received by the 
estate for their benefit and such value 
was established by the contributions of 
the other parties. If the agreement is not 
performed, the survivors have the in- 
surance they paid for and the estate 
still owns the decedent’s share of the 
business. The interest in the business 
will be taxable in the insured’s estate. 
The insurance proceeds will not be so 
taxable because the insured did not con- 
tribute directly or indirectly to any of 
the premium payments on the policy, and 
furthermore (as a desirable hedge to 
T.D. 5032) the decedent had no incidents 
of ownership whatsoever in the policy, 
not even his consent having been neces- 
sary for the exercise of any right there- 
in during his lifetime. The survivor will 
not be subject to an income tax on the 
insurance proceeds because he will not 
be a transferee for value but the bene- 
ficiary originally named in the policy. 
If at any time a survivor subsequently 


Roger Bourland Director of Sales Promotion, Mutual 


Roger Bourland, who joined Mutual Life 
York in 1936 as an agent in 
Louisville, has been director of 
sales production of the company. He 
began his business career in direct mail 
Manufacturing 


of New 
made 


work for the Dennison 
Co., later becoming advertising manager 
of U. S. Shares Corporation and then 
went with the advertising agency of 
Platt-Forbes, Inc., New York. For five 
vears he served as national advertising 
manager of The Lexington Leader, a 
Kentucky daily. 

With Mutual Life in Louisville he qual- 
ified four years for the company’s Na- 
tional Field Club. Later he was made 
district manager in central Kentucky and 
in 1940 became supervising assistant at 
the company’s Cincinnati agency. He was 
brought to the home office as supervisor 
of the company’s premium budget plan. 

He attended Transylvania College, Lex- 
ington, Ky., and is a graduate of Co- 
lumbia University School of Business. He 
attended Cincinnati Conservatory of Music 
where he studied pipe organ. In Lex- 
ington he was a member of the Optimists 
Club and Lexington Country Club. 


ROGER BOURLAND 
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sells the interest which he has thus 
acquired, the cost basis to him for estab- 
lishing his income tax at the time of 
sale will be the proceeds of the insur- 
ance, or such other amount as he paid 
(either in cash or in notes) for such 
interest in the business at the death of 
the previous owner.” 


Some Special Problems 


Mr. Lawthers then took up a long 
series of special problems and how they 
could be dealt with. He suggested that 
there be a provision in the will of each 
of the parties referring to the purchase 
agreement and directing the executor to 
carry it out, but it should be stipulated 
that the business does not pass under the 
will. He also considered it important 
to obtain releases from decedent’s estate 
as a condition for paying the insurance 
proceeds to individual objects of the 
insured’s bounty, and in order to pre- 
serve equity between the parties in case 
of difficulty with the estate. Some com- 
panies do not feel that optional settle- 
ment to cover personal beneficiaries is 
proper in connection with a purchase 
agreement. There should be some means 
not only in the purchase agreement but 
in the policy itself whereby the trustee 
may demand the proceeds and whereby 
the beneficiary’s right to receive the pro- 


ceeds should be definitely contingent 
upon the trustee’s veto power. Both the 
purchase agreement and the policy 


should provide that the trustee be the 
principal beneficiary. 

As to who should pay the premiums, 
Mr. Lawthers is convinced that the per- 
son who is to benefit from the insurance 
by receiving the decedent’s interest 
should pay the premiums and should 
either actually or constructively (through 
a trustee) receive the proceeds. Con- 
cerning this, Mr. Lawthers said: 

“If each one pays the premium for 
the insurance on his own life, each is 
paying for the insurance which will give 
his interest in the business to the sur- 
vivors. This is wrong, first because he 
pays the premiums on the wrong amount 
of insurance, and second because the 
chance of each person benefiting from 
a policy corresponds inversely to his age 
rather than directly. 

“Why should a stockholder Age 60 
with $100,000 of stock pay the premium 
on a policy of that amount on his own 
life for the benefit of another stock- 
holder Age 25 with $25,000 of stock? 
Why should it be considered that there 
is any mutuality in the covenants when 
in return the vounger man who is to 
receive the $100,000 of stock pays the 
premium on a policy for $25,000 on ‘his 
own life with a premium based on Age 
25? The pool method is little better, 
and to the extent that it does not ap- 
proximate the same result as reciprocal 
payment of premiums, is open to the 
same objection. Even if we add the 
premiums, and have the younger man 
pay four-fifths of the total, the older 
man paving the remaining one-fifth, we 
have still ignored the tremendous dif- 
ference in the chances of their benefit- 
ing. This can be properly taken care 
of only when each pays the premiums 
on the other’s life. 

“There is a further objection to having 
the premiums paid by the insured him- 
self or by a partnership or corporation 


(Continued on Page 8) 
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Postal Gets $1,500,000 
From Guaranty Corp. 


FIRST ACTION UNDER NEW LAW 





Company’s Insurance Operations Show 
Gain, But Part of Realty Port- 
folio Was Depressed 





The Life Insurance Guaranty Corpor- 
ation, members of which are domestic 
life insurance companies of New York 
State, and which was created by the 
New York legislature in April, 1941, to 
make available to insurance companies 
funds for benefit of policyholders and 
holders of annuity contracts, has ex- 
tended te the Postal Life its guaranty 
for $1,500,000, first action of the kind 
taken by the guaranty corporation since 
it was created. Formation of the Life 
Insurance Guaranty Corporation was on 
recommendation of the Superintendent 
of Insurance with a view of promoting 
the stability of domestic life insurance 
companies. 

Postal Organized in 1804 

The Postal Life was organized in 1904 
and its president is Alice B. Jordan. She 
was also president of the Postal Na- 
tional Life which was sold to Union 
Mutual Life. The Postal issues only 
participating contracts and employs no 
soliciting agents, but through the medium 
of the mails its contracts are issued to 
policyholders in all parts of U. S. and 
Canada. 

The most recent examination by the 
New York Department shows that the 
company has experienced steady gains 
from its insurance operations. How- 
ever, as it has a substantial part of its 
assets in real estate it has been affected 
by the depressed real estate market. In 
view of its real estate problem both the 
company and the department concluded 
that the best interests of the policy- 
holders would be served by obtaining the 
assistance of the Guaranty Corporation. 


Useful Purpose of New Law 

Accordingly, the Guaranty Corpora- 
tion has made available to the company 
its guaranty for $1,500,000. The amount 
of the guaranty may be reduced from 
time to time with the approval of the 
Superintendent. The right of the 
Guaranty Corporation to be reimbursed 
is subordinate to the rights of the 
holders of policies and annuity contracts 
but comes before the rights of stock- 
holders. 

In announcing the approval of this 
agreement Superintendent Pink stated: 
“The substantial help extended by the 
Guaranty Corporation to the Postal Life 
is an indication of the solidity and safety 
of the institution of life insurance and 
the useful purpose of the new law.” 


GREAT-WEST PROMOTIONS 
S. N. Loud, J. Bradway, Jr., J. Church- 


man Made Supervisors; G. Cantelon 
Goes To Head Office 

Three new appointments have been 
made by the Great-West Life in its 
Detroit and Chicago branches. Stewart 
N. Loud has been made supervisor in 
Detroit, while Judson Bradway, Jr. be- 
comes Group supervisor there. 

Mr. Bradway, graduate of Yale, is 
the first Group supervisor appointed at 
the Detroit office. 

Mr. Loud, also a Yale graduate, is 
an outstanding producer and is a mem- 
ber of the company’s President’s Club. 

John A. Churchman, succeeds Gordon 
Cantelon, transferred to the head office, 
as Group supervisor at Chicago. 


KNIGHT AGENCY’S BIG YEAR 

The Charles B. Knight Agency, Inc., 
general agents Union Central, New York 
City, had a total paid for business for 
December, 1941, of $2,572,368. The total 
paid for business for the twelve months 
of 1941 is $20,063,596, as compared with 











$17,284,898, for the year 1940, an in- 
crease of approximately 16%. The 
agency reports the largest volume of 


submitted business during the month of 
December in its entire history. 


Recalled to Active Duty 


LESTER A. ROSEN 


Lester A. Rosen, youngest life member 
of the Million Dollar Round Table, as- 
sociate of the Charles B. Knight Agency, 
Inc., Union Central, New York City, has 
been recalled to active duty after being 
mustered out last September. 

During 1941 Mr. Rosen divided his time 
almost equally between life underwriting 


and Army service. From January to mid- 
March he paid for nearly $100,000 of busi- 
ness before being called to the Army. Re- 
leased and classified as a member of the 
nation’s reserve forces in September, along 
with many other men over age 28, he 
resumed his work with the rate book. 


During the remaining weeks of the year 
Mr. Rosen paid for $550,000, $478,000 of 
this amount during December. This gives 
him a total of $663,740 for 1941, his sev- 
enth consecutive year with better than a 
half million dollars production, 





Aetna Life Changes in 
Little Rock Territory 


Stanley E. Smithson, a leading pro- 
ducer for Aetna Life, has been advanced 
to district supervisor of Gordon H. 
Campbell & Co., Little Rock general 
agents for the company. Mr. Smithson 
is president of the Fort Smith Life Un- 
derwriters, Arkansas. He will have 
charge of several counties in western 
Arkansas, while Fred C. Ellis, until re- 
cently field supervisor in that territory, 
will return to Little Rock. 





GEN’L AGENT FOR OHIO STATE 


Robert F. Carter has been appointed 
general agent at Springfield, Ill, for 
the Ohio State Life. 
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Equitable Life, Iowa, 
Shows 16.5% Increase 


LEADS 





HOEY AND_ ELLISON 





Paid Total of Company $63,555,003 in 
Life and Annuities; $618,720,033 
in Force in 1941 





The Equitable Life of Iowa recorded a 
paid total of $63,555,003 of life insur- 
ance and annuities in 1941, which was a 
gain of $9,015,041 or 16.5% as compared 
to the paid total of the preceding year. 

Another measure of progress for the 
Equitable of Iowa was the 1941 gain in 
insurance in force of $20,832,320. The 
increase brings the company’s insurance 
in force total to $618,720,033 as of 
December 31, 1941. The business paid 
for in December was $6,174,054. 

Agency Writes $9,000,000 

The leading agency for the year was 
Hoey and Ellison Life Agency, Inc., E. iy, 
Phelps, president, New York City, with 
a paid volume of more than $9,000,000. 
The Wallis and Son general agency of 
Philadelphia ranked second among all 
company agencies for the year, and 
Cleveland, Des Moines, Seattle and Har- 
risburg followed in the order named. 

The leading individual agent of the 
Equitable of Iowa for the year 1941 was 
Albert Rose of the Hoey and Ellison 
Agency. Other leaders in the order 
named were R. H. Sheldon, Los Angeles; 
W. B. Strief, Des Moines; C. P. Spahn, 
Griffin, Ingram and Pfaff, Chicago; and 
R. O. Claypool, Wallis and Son, Phila- 
delphia. 
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TRAVELERS MAKES ESTIMATE 





Says American Public Received Pay. 
ments Totalling $3,550,000,000 
Last Year 


The American public last year re- 


ceived $6,754 a minute, $405,251 an hour, | 


$9,726,027 a day from its insurance con- 
panies, according to an estimate made 


by the Travelers Insurance Companies, | 
which reckoned that payments totalling | 


approximately $3,550,000,000 had_ been 
made to policyholders and their bene- 
ficiaries during 1941. 

About 70% of the total, a sum amount- 
ing to $2,500,000,000, was disbursed under 
life insurance policies. Holders of per- 


sonal accident policies and health insur- | 


ance were paid $160,000,000, while work- 


men’s compensation payments totalled 


$150,000,000. 


Payments of $460,000,000 under fire 


insurance policies were 15% higher than 
similar figures for the previous year, 
while $195,000,000, a little more than 11% 
above the total amount paid during 1940, 
was distributed in 1941 in  reimburse- 
ments for property damage and personal 
injuries or deaths incurred in automo- 
bile accidents. 





HEAR ADVERTISING EXPERTS 


N. W. Ayer Representatives Speak Be- 
fore Insurance Advertising Group; 
Carroll Frey Presides 


Layout manufacture as practiced by 
the experts was demonstrated before 
the January meeting of the Keystone 
Group of the Life Insurance Advertisers 
Association in Philadelphia when three 
members of the creative staff of N. 
Ayer & Son sketch-talked at the meet- 
ing. They were Leo Lionni and Leon 
Korp, art directors, and Al Harris, ac- 
count executive. 

Setting up a layout laboratory on the 
spot, the experts traced the process from 
rough idea to finished advertisement, 
exemplifying the use of basic symbols, 
color and type face to construct the at- 
mosphere of the advertising message. 

Presiding at the meeting was Carroll 
Frey of Penn Mutual Life, who last 
month was elected chairman for 194 
of the Keystone Group, which meets 
monthly to discuss problems of sales pro- 
motion and advertising in the life insur- 
ance business. 








NEW SUN LIFE DIRECTORS 


George Wilbur Spinney and Harold 
Crabtree last week were elected direc: 
tors of the Sun Life of Canada. Mr. 
Spinney is general manager of the Bank 
of Montreal. Mr. Crabtree is president 
of the Howard Smith Paper Mills, Ltd, 
and also of the Allied War Supplies Co 
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950 N. Y. Insurance Men 
Selling Defense Bonds 


MEETING CORDIAL RECEPTION 





Corporations Permitting Installing 
Payroll Allotment Plans; J. M. Fraser 
Life Underwriters Comm. Chairman 





More than 250 members of the Life 
Underwriters Association of New York 
are out seeing business organizations in 
the campaign to sell Defense Savings 
Bonds and are meeting with a fine re- 
ception. John M. Fraser, general agent 
Connecticut Mutual, is chairman of the 
association’s Defense Bond committee 
which contains a number of the leading 
insurance men of the city. Raymond 
Fk. Thorne, general agent of the Berk- 
shire Life, is in charge of training; 
David B. Fluegelman, Northwestern Mu- 
tual, is in charge of organizing the 
teams, and William S. Verplanck, Mu- 
tual Life, is in charge of subscription 
progress. 

Agents Find Public Responsive 

3ecause of familiarity with salary de- 
duction forms of insurance, the payroll 
allotment plan of the Treasury Depart- 
ment for the purchase of savings bonds 
makes the agent a natural in this cam- 
paign. Each member of the Underwrit- 
ers Association who has volunteered to 
sell these bonds carries an_ identifica- 
tion from the United States Treasury 
Department declaring that he is a quali- 
fied representative of the payroll allot- 
ment division of the defense savings 
staff, United States Treasury Depart- 
ment, New York State territory. The 
Government’s branch headquarters in 
New York are at 1276 Sixth Avenue, 
where are found available the Social 
Security records of the business firms 
and where names are furnished of em- 
ployers who have more than 400 people. 
Kits are furnished which give the au- 
thorization for purchase of the bonds, 
arguments showing why Defense Bonds 
are a good place to invest money, sample 
payroll allotment plans of banks and 
others who give information to their own 
people relative to individual plans, and 
other documents. 

There will be a large number of ad- 

ditional members of the underwriters’ as- 
sociation in the campaign as soon as 
more kits are available. 
_ Among those which already have plans 
in operation are J. P. Morgan Co., Amer- 
can Tobacco Co., New York Central, 
Standard Oil of New Jersey, United 
States Rubber, General Electric, James 
McCreery & Co.’s store, Hooper-Holmes 
Bureau, National Carbon and the in- 
surance companies themselves. 


Allotment Authorization 


The payroll allotment authorization 
reads in part as follows: 


Payroll Allotment Authorization for 
Purchase of United States 
Series E Savings Bonds 


(Company) 

I hereby authorize you to deduct from 
My earnings each............ the amount 
(Payroll period) 
effective with the pay- 
Each time 
has 


ey 


: Such deduction shall con- 
nue each pay period thereafter until 
(a) Termination of my employment, (b) 
Vritten notice by me of the cancelation 
of this allotment, or (c) Termination of 
this allotment arrangement by you. 

I understand that no interest is to be 
ae by the company on any accumulated 
nds, 


Register bonds in the name of and 
eliver to: 


Miss 
a tage le Od 
Mr. | (Show given name, middle name or 


initial, and surname) 


























Meeting Current Objections 


By Russell P. Innes 
Great-West Life, Detroit 


As insurance men we must be pre- 
pared to meet recurrent common nega- 
tive objections, such as “have no money,” 
“not interested now,” “have a friend in 
the business,” “disturbed about the fu- 
ture,” “Government taxes are going to 
be too high for me to incur the addi- 


RUSSELL P. INNES 


tional expenditures,’ “will see you at 
some later and more appropriate time,” 
and many more such general statements. 

These are realistic objections in the 
prospect’s mind, but the salesman must 
not accept them at the prospect’s valua- 
tion; at least, not until they are anal- 
yzed and their validity checked. Natu- 
rally, the prospect always paints his own 
picture and, therefore, there is a dif- 
ference in viewpoint between him and 
the agent. The latter spends years in 
studying programs and needs and it is 
his duty to put up a battle to protect 
the prospect’s own future, the ammuni- 
tion for that battle being found in the 
agent’s own observations and experience 
with other people. If he is logical and 
can express himself clearly, as well as 
being merely positive, the negative ob- 
jections disappear. Irrespective of what 
the prospect’s mental picture may be the 
agent must visualize and project his own 
conception of the desires and needs of 
the man to whom he is talking. He 
should be practical, instructive, motivat- 
ing, and put special emphasis on the 
more pleasant things the prospect would 
like to have. 

Here is a type of talk which has 
been found effective with young men 
who think they cannot afford insurance: 

“You don’t save money to buy insur- 
ance; you buy insurance to save money. 
Life insurance is the only property that 
you can buy and be sure that someone 
else cannot buy a better contract. The 
greatest executive in the country cannot 
buy a better contract than you can. Life 
insurance has been just to all people 
in the past and will be just to all peo- 





ple in the future. Let us say that you 
received a $3 weekly increase in wages. 
That is $150 annually. That is a pretty 
nice raise—about $9,000 if you saved it in 
a pension contract, besides having $6,000 
of insurance. Do you realize what a 
fine raise you would then be receiving? 
Would you like to know how little it 
requires to have $7,230 in cash or $50 
per month for life at Age 65, and $10,000 
insurance in case of an _ accidental 
death ?” 

An agent cannot sell anybody that he 
cannot accelerate or motivate in spirit. 
He must be alert at all times to sense 
what part of the contract is of most in- 
terest to the prospect and show real 
interest in that phase of the policy. 

Talk Based on Social Security 

Here’s another talk which has been 
effective based on Social Security tie-up: 

“Wouldn’t you like your present stand- 
ard of living made secure to your wife 
and children? If it were planned to con- 
sider Social Security I am sure you 
would be quite surprised what a fine 
program you could have. Do you know 
what Social Security benefits are to them 
and to you? The most important asset 
you will ever leave your children is their 
mother’s full-time care. The one thing 
that is hard to give up is your good 
circle of friends. Without a planned 
income by you, your family will drift 
from these goods friends whether it be 
soon or after retirement. The answer 
is security by insurance. If you are not 
under Social Security you have a real 
handicap that can only be made up by 
insurance. You are arranging for the 
other fellow’s retirement, but not your 
own. Social Security makes it possible 
always to add to a plan instead of hav- 
ing to start a plan. That is a great help. 

“About the economic future I admit 
there is uncertainty, but I’ll do my part 
to retain what we have. This I know 
—about 7% of the people in the world, 
residing in the United States and Can- 
ada, hold 70% of all the insurance. That 
insurance is of paramount importance to 
our national security. High desires and 
a will to meet our own obligations and 
the millions paid out daily when and 
where needed at the proper time can 
only be reached and accomplished 
through savings of the 65,000,000 people 
who have purchased their own security. 
You cannot fail if you have the courage 
to do what you can to support your own 
family, which is really supporting our 
country. The billions of assets of the 
insurance companies represent the thrift 
and security of all the people, and dem- 
onstrate the strength of the nation. 

“There is no substitute for life insur- 
ance as a means of fulfilling man’s desire 
to protect his loved ones. We cannot 
doubt the future. We are messengers 
of good will. We must believe in our- 
selves, our community, our country, and 
our God. Do not let people doubt op- 
portunities in the future. Pessimists are 
not buyers of insurance. Men do not 
wait until they are sure of the future 
to marry and bring children into the 
world. They have faith in the future 
that they can provide for their own, and 
they are right. The future is just as 

good for us as the faith we hold in it.” 








Address of co-owner or beneficiary if 
different from above— 


Miss 
M TS. [ ccceescceveeccers sr sereeecees 
Mr J (Show given name, middle name or 


initial, and surname) 


Payroll Allotment Plan for the purchase 
of Series E United States Savings 
Bonds, the receipt of a copy of which 
I hereby acknowledge. 


MINNEAPOLIS PANEL 

Minneapolis life insurance agents held 
a panel discussion on “Today’s Market 
and Its Reactions” on January 7. Speak- 
ers included Ellis Sherman, president 
of the Minneapolis Association of Life 
Underwriters; Paul Dobson, Million 
Dollar Round Table producer, North- 
western National Life; Lew Stearn, 
Northwestern Mutual; Vernal LeVoir, 
Bankers Life; Otto Veth, Northwestern 
National and Lloyd Swanson, John Han- 
cock. 


Patteenen Executive 
Vice-President Mutual 


JOINED COMPANY IN JULY, 1941 





Has Been in Charge of Insurance 
Operations; Formerly Produc- 


tion Head of Penn Mutual 





Alexander E. Patterson has _ been 
elected executive vice-president of the 
Mutual Life of New York, which com- 
pany he joined as vice-president on July 
1, 1941, and since which time he has 


supervised all of the company’s insur- 





ALEXANDER E. PATTERSON 


ance operations. Prior to going with 
the Mutual he was vice-president of the 
Penn Mutual. 

A native of Washington, D. C., Mr. 
Patterson entered life insurance in 1908 
with the Equitable Society in Pittsburgh. 
In 1922 he organized a new Equitable 
agency in this city and three years later 
took charge of the company’s largest 
Chicago agency. In 1928 he joined the 
Penn Mutual as general agent of that 
company for Chicago and Illinois, and 
in 1937 was brought into the home office 
as vice-president in charge of production. 

He was elected president of the Na- 
tional Association of Life Underwriters 
in 1936, after previously serving as a 
vice-president and trustee. In 1939 he 
was elected chairman of the Association 
of Life Agency Officers. He was also 
secretary of the Pittsburgh Life Under- 
writers Association and President of the 
Chicago Association. He served over- 
seas during World War I as a major 
with the 312th Field Artillery of the 
79th Division. He was awarded the de- 
gree of Doctor of Laws by Coe College 
of Cedar Rapids, Iowa, in 1938. 


A. V. Ott Last Year Had 55% 


Gain Over 1940 Volume 

The A. V. Ott agency, Equitable So- 
ciety, had an increase in production last 
year of 65% over 1940. In Group insur- 
ance produced, with more than $25,000,000 
in credits, the agency not only led the So- 
ciety’s field force in metropolitan New 
York, but held second place among 
Equitable’s agencies throughout the U. S. 
For the first nine months of the year the 
Ott agency -led the E. A. Woods Co., 
Pittsburgh, the Society’s leading agency. 
Five members of the Ott agency had in- 
dividual Group insurance credits of more 
than $1,000,000, 

In the Ordinary department the agency 
had the highest percentage increase in first 
year commissions paid to agents of all 
Equitable agencies, twenty-one members of 
the agency each producing upwards of 
$100,000 of new insurance. 

The Ott agency has already started 1942 
auspiciously, one member of the agency 
having qualified for the Group Million- 
aires Club in January. 
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W. Cobb, Jr., Named 
To Succeed P. Sanborn 


PROMINENT IN BOSTON CIRCLES 
Formerly With A. H. Curtis Agency, 
New England Mutual; Active in 
City’s Life Associations 





Winslow Cobb, Jr., for several years 
associated with the Albert H. Curtis 
agency, New England Mutual, Boston, 
has been appointed general agent there 
for the Connecticut Mutual, succeeding 
Paul Sanborn, who resigned January 15 
to become associated with another life 
insurance enterprise, details of which 
have not yet been announced. 

Mr. Cobb is one of the best known 
personal producers in Boston and has 
made a fine reputation among a wide 
circle of clients for personal service of 
a high order. He is first vice-president 
of the Boston Life Underwriters Asso- 
ciation and a member of the Boston Life 
Insurance & Trust Council. 

The Sanborn agencv held a dinner last 
night when Mr. Cobb was present and 
given an opportunity to get acquainted. 


John Hancock Debitizes 
District Office Ordinary 


Adopting a plan under consideration 
by the company for more than four 
years, the John Hancock has com- 
menced the process of a close transfer 
or “debitizing” of Ordinary business 
written through its district offices in all 
parts of the United States. The agent 
will receive 1% commission upon all 
Ordinary business beyond the renewal 
period assigned to his debit for ser- 
vicing. As it is estimated that com- 
pletion of the plan will take at least 
a year, adjustments are being made to 
make an equivalent interim payment on 
a weekly basis in the meantime and a 
conservation service fee of one dollar 
weekly will also be paid. 

During the last three years, the aver- 
age earnings of agents have increased 
approximately 12% on the same rates of 
commission and by these changes now 
being made it is expected that the agents 
may be enabled to further increase their 
earnings materially, while at the same 
time service may be greatly improved. 

Since 1933 a series of changes and 
improvements have been worked out for 
individual agents’ contracts, taking place 
in steps almost annuallv. The compen- 
sation of all the company’s Industrial 
agents has always been on the same 
basis throughout all the districts. In 
these localities in which the agents have 
designated a union, principally in New 
York and Boston, these changes in their 
plan of compensation have been inserted 
in the contracts with the unions. 

The Hancock has no national contract 
with any union, however, and only a 
minority of its district agents are located 
where a union has been certified. 


NEW PRUDENTIAL DIRECTORS 

Four directors of the Prudential, new- 
ly elected at the annual board meeting 
January 12, are Albert C. Wall, Wall, 
Haight, Carey & Hartpence, Jersey City; 
Jackson E. Reynolds, New York City; 
Chester I. Barnard, president, New Jer- 
sey Bell Telephone Co.; and Walter 
Kidde, president, Walter Kidde & Co. 

Announcement was also made by the 
board of directors of the following elec- 
tions: F. Bruce Gerhard, second vice- 
president and associate actuary, elected 
vice-president and associate actuary; 
Pearce Shepherd, assistant actuary, elect- 
ed associate actuary; Edwin L. Barthle- 
son, mathematician, elected assistant ac- 
tuary; John G. Jewett, supervisor, elect- 
ed assistant secretary. 

In addition there were several pro- 
motions. Charles B. Laing, manager of 
the comptroller’s organization, cost sur- 
vey group, was promoted to supervisor. 
Walter R. Dunn, manager, Ordinary 
claim department, becomes assistant su- 
pervisor, while Chester A. VanNostrand, 
assistant manager, is promoted to man- 
ager of Ordinary claims. 





Full Time to Lend-Lease 


FREDERIC W. ECKER 


Frederic W. Ecker, vice-president and 
a director of the Metropolitan Life, has 
resigned to devote full time as special 
assistant to Lend-Lease Administrator 
E. R. Stettinius, Jr., in Washington. He 
has already assumed his duties there. 

As vice-president Mr. Ecker has had 
charge of Metropolitan investments. He 
joined the Metropolitan in 1925 after 
broad experience in the financial field. 





Northwestern Mutual General Agents 
Association will hold its annual Winter 
conference at the Edgewater Beach Ho- 
tel, Chicago, January 20-22, according to 
an announcement by Herbert L. Smith, 


Harrisburg, president of the association. 


_ Chairman of the program committee 
is Ernest A. Crane, Indianapolis. 





Connell Ag’cy Farewell 
Dinner to Wm. T. Ferris 


LATTER, AGED 75, HAS RETIRED 








Headed Premium Collection Office in 
New York; Was Once Acting 
General Agent 





William T. Ferris, manager of the 
Provident Mutual’s central collection of- 
fice in New York City, has retired after 
fifty-five years with the company. He 
is 75. The Clancy D. Connell agency 
tendered him a farewell dinner at the 
Drug & Chemical Club on Monday night, 
among those present being Vice-Presi- 
dents Leonard C. Ashton and Willard K. 
Wise. Mr. Connell was toastmaster and 
speakers were Mr. Ashton and James 
C. Parker, agent. 

After leaving Haverford College Mr. 
Ferris joined the Provident in New 
York as an office boy and messenger 
and is one of the New Yorkers who 
was able to reach his office during the 
famous blizzard which tied up the city. 
For more than thirty years he was of- 
fice manager and at one time was act- 
ing general agent. Conservative, loyal, 
good humored, helpful, he is a popular 
figure with the agents. He helped many 
of them in their development. Mr. 
Ashton said Mr. Ferris had done his 
share in building the company’s pres- 
tige in New York. When Mr. Ferris went 
with the company it had $11,000,000 of 
assets. New York City agencies of 
Provident produced more than $11,000,- 
000 of business last year. 

Mr. Ferris said that when he started, 
a life insurance agency was like a coun- 
try store with only a few wares on its 
shelf. Today an agency might be com- 
pared with a great department store be- 
cause of the great variety of its prod- 
ucts for meeting needs of clients. 
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GALE JOHNSTON IN N. Y. Tajy 





Metropolitan Third Vice-President, f,, 
mer Director Defense Bond Sal, 
Here January 22 
Gale F. Johnston, recently elected this) 
vice-president of the Metropolitan a 
until his election, loaned by his on! 
pany to the government as Nationg 
Sales Director for the Sale of Defeny 
Bonds and Stamps, will be the pring. 
pal speaker at the January 22 meetin, 
of the Life Underwriters Association i 
New York. Mr. Johnston will speak 
on “The Life Underwriter Mobilize" 
Others who will take a prominent J 
in the meeting are John M. Frag, 
chairman, New York Association’s Com. 
mittee for the Sale of Defense Bong. 
Clancy D. Connell, state chairman, and 
Ralph G. Engelsman, National Sales pj. 
rector for the entire campaign of thy 
National Association of Life Underyri. 
ers. 
Prominent officials from the Treasury! 
Department will also be present ani. 
reports will be made of progress in sae 
of defense bonds. 





t 
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Einstein-Salinger Double 
1940 Total; Agency Leaders 


The Einstein-Salinger agency, Mutwl’ 
Benefit, New York City, closed 194] int 
fifth place among the company’s sixty./ 
seven agencies throughout the country” 
with a new business volume at mor) 
than twice that of 1940, the agency's 
first year in business. -_ 

Leader of the office in lives was Solo-. 
mon Huber, who recently earned his) 
CLU degree. Mr. Huber with fifty-six? 
lives paid for, completed 230 consecu-! 
tive weeks of production. 

Leader in volume was Frank J. Mull! 
gan, who qualified for the Million Dd-| 
lar Round Table last year, writing more 
than a million in the Mutual Benefit 
alone. { 

Both Mr. Mulligan and Maurice A. 
Blate, in third and ninth places te- 
spectively on the company’s list o/ 
producers, earned membership in the! 
company’s top producer organization, the? 
National Associates. : 

On the basis of production, coopera: | 
tion, educational efforts and other fac- 
tors, Clarence Oshin was was voted by 
the staff the most valuable agent of the 
organization. 

The agency held a party January 7 in 
the Hotel New Yorker to celebrate the 
achievements in 1941, The entire office 
staff, friends and wives gathered in the 
Panel Room for cocktails, after which 
they viewed the floor show from the 
Terrace Room balcony. Awards were 
made to production leaders. Present 
from the home office were Vice-Presi- } 
dents E. E. Rhodes and John S. Thomp- | 
son and Superintendent of Agencies Her- | 
bert G. Kenagy. | 

Besides doubling its 1940 volume, the 





agency paid for 561 lives, exceeding its § 
quota by 21; qualified 17 for the com: | 
pany’s Leader Club; and added nine} 
new full-time men. Two agents became ! 
CLU’s during the year and five more? 
are now studying for the degree. Every | 
agent earned more money last year than 
in 1940, a source of great satisfaction to 
both general agents. 

Incidentall-- the agency had its first | 
million dollar month in December—t) 
wrote $1,077,250—an ambition that both 
Mr. Einstein and Mr. Salinger had hoped ' 
would be realized only by the end 0 i 
their fifth year. 


i 
5 
| 


C. P. DAWSON AGENCY MOVES | 
The C. Preston Dawson agency, New : 
England Mutual, New York City, has § 
moved into larger quarters at 527 Fifth | 


Avenue. } 


H 

HERBERT WHEELER DEAD 
Herbert Wheeler, for four years 4 
member of the Princeton varsity foot- 
ball eleven and also prominent in other 
athletics while in college, and who from 
1903 to 1927 was with Cornwall & Ste | 
vens, New York general insurance brok- | 
ers, died in Darien, Conn., this wees 
In late years he had been in the rea 
estate business. 
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Walter LeMar Talbot 
60 Years with Company 


DINNER CULMINATES TRIBUTE 





Field Force, Directors and Home Office 
Join in Honoring Fidelity 
Mutual President 





By Clarence Axman 


Phila., Jan. 14.—The field organization 
of Fidelity Mutual Life was sponsor of 
4 dinner given at Bellevue Stratford, 
Wednesday night to Walter LeMar Tal- 
bot, commemorating his sixtieth year 
with that company, his first job having 
been as a very young office boy. These 
six decades sit lightly on his shoulders. 
About two hundred were present. W. 
Stanton Hale, president of Fidelity Mu- 
tual Managers Association, was toast- 
master, the dinner marking the culmina- 
tion of a testimonial staged throughout 
December by the field force, the busi- 
ness produced for the month being seven 
millions. J. E. Fitzgerald of the San 
Francisco agency and leader for the 
month, flew here from California. He 
placed over $500,000 business in twenty 
days. 
President Talbot was presented with 
a piece of silverware bearing autographs 
of members of the board of directors, 
presentation being made by Ira Jewell 
Williams, board member since 1921. 
Thomas H. Shallcross, senior member of 
board, introduced Mr. Williams. The 
sales organization gave Mr. Talbot an 
engraved silver plaque. Eighteen slides 
showing photographs of President Tal- 
bot at various periods during the past 
sixty years were thrown on a screen 
accompanied by verses written by John 
Dennis Mahoney. 

Frank H. Sykes, vice-president and 
manager of agencies of the company, 
discussed the personality and traits of 
President Talbot which have won the 
esteem of the field and of his associates 
at the home office and also he sketched 
the growth of the company, which now 
has $383,000,000 in force. He told the 
satisfaction which associates have felt 
in the long years of exnerience they 
have had with Mr. Talbot. “He has 
never hurried, has weighed things care- 
fully, has been a safe man in a trustee 
relationship. He has always liked the 
work he is doing and never tires of do- 
ing it. His sixty years have been years 
of happiness,” said Mr. Sykes. . 

Mr. Talbot was given an ovation when 
he arose and his talk was reminiscent 
and pleasantly sentimental. When he 
joined the company in 1881, it had total 
assets of $31,000, at end of 1941 its ad- 
mitted assets were $142,000,000. After 
discussing some of his experience as a 
boy with the company, Mr. Talbot told 
of a change which had great significance. 
That was in 1898 when President Fouse 
informed him that he was to have his 
position changed from office superin- 
tendent to selling life insurance in the 
field. Mr. Talbot said he feared he could 
not sell but was asked “How do you 
know? Have you ever tried?” Mr. Fouse 
continued, saying “Don’t say you can’t 
do a thing until you have tried. I know 
what you can do on the inside but I 
want to know also what you are worth 
outside. I want to see if you have what 
it takes when you are knocked down 
as I know you will be at first.” At the 
end of nine months Mr. Talbot was re- 
called and given duties and the title of 
an agency director which threw him into 
active agency work throughout the 
United States. He rose step by step, 
becoming president in 1914, 

Mr. Talbot’s Career 

Walter Le Mar Talbot entered the 
service of the Fidelity Mutual in Jan- 
uary, 1882, and was probably the young- 
est office boy in the history of the 
Insurance business. He was 11. Even 
before that job he had already held two 
others, as he was cashboy in John Wan- 
amaker’s store when he was 9, the salary 
being $1.50 a week, and had gone to a 
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Jackson Studios 


WALTER LEMAR TALBOT 


law office where his salary was 25c a 
week more. His first salary with the 
Fidelity Mutual was $3 a week. 

To show how conditions have changed, 
one of his early jobs was to go outside 
of the building and buy a bag of hot 
roasted peanuts for one of his bosses, 
a daily job. 

No one needed to tell him he needed 
more education. He himself decided to 
enter night school in Philadelphia and 
afterwards he put himself into the hands 
of a private tutor. He served for a time 
as manager of the supply department; 
next was made office superintendent 
when the company moved into a new 
building in 1896. A few years afterwards 
he was made an agency director. 

He made good in production just as 
he did in his other jobs and in January, 
1903, he was elected second vice-presi- 
dent and also made a member of the 
board of directors. Upon the death of 
Alexander McKnight in 1911 Mr. Talbot 
succeeded him to the vice-presidency 
of the Fidelity Mutual. 

Only a short time before L. G. Fouse, 
for many years the president of the com- 
pany and one of the outstanding men 
in the insurance business had suffered 


a stroke of paralysis. Mr. Talbot be- 
came executive head of the company. 
When Mr. Fouse died in January, 1914, 
Mr. Talbot was elected president at the 
next meeting of the board, which was 
on February 4. 

In January, 1932, the company cele- 
brated Mr. Talbot’s fiftieth anniversary 
with a Walter Le Mar Talbot dinner at 
the Bellevue Stratford Hotel. At this 
dinner field representatives from all 
parts of the country attended as did the 
directors. 





RANNI AGENCY LED COMPANY 





Closed 1941 With Nearly $4,000 000 Paid- 
For; General Agents in New York 
of Manhattan Life 

The year 1941 was the biggest and 
best to date for the James G. Ranni 
agency of Manhattan Life in New York. 
Just $26,000 short of $4,000,000 paid-for 
was produced, exclusive of single pre- 
mium annuities and annual premium re- 
tirement annuities. This record put the 
Ranni agency in the stellar position 
among Manhattan Life agencies through- 


out the country. Goal for 1942 is $5,- 
000,000 paid-for. 








AFTER 
HE SAYS, 
“I DO.” 


The sacred obligation of every family 
man is to produce income during his normal 
earning period. The new LNL Continuator 
enables every man to continue his earnings 
to his family even if he dies . . . and at low 


cost. 


The premium per unit of this amazing 


THE LINCOLN NATIONAL LIFE 


Fort Wayne 


tool. 





Geared To Help Its Fieldmen 





policy is the same for all ages, 20-55 in- 
clusive. Best of all, the buyer gets a 257% 
increase in benefits if he continues his 
policy in force for six years or more. 

LNL field men find this new, modern 
policy an effective prospecting and sales 


COMPANY 


Indiana 
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Mutual Life Rules 
On Service Men 


MUST HAVE GOV’T LIMIT 
Company Cooperating With Gov't So 
Men Can Have Full War Pro- 


tection First 





A letter to all the agency offices of the 
Mutual Life of New York, asking all 
field men not to solicit service men for 
more insurance until they have taken the 
limit of government insurance, has been 
mailed over the signature of J. Roger 
Hull, vice-president and manager of 
agencies. 

The letter reads, in part, as follows: 

“To meet the new insurance needs of 
the men in active service, which the 
private life insurance companies cannot 
undertake to meet, the Federal govern- 
ment, through the National Service Life 
Insurance System, is making available to 
the men in the armed forces insurance 
contracts that protect them fully against 
military risks. In view of this fact, it is 
obvious that it would not be fair or so- 
cially sound for this company to endeav- 
or to sell to men in the service new pol- 
icies not covering military deaths, in 
place of government policies that offer 
protection against such risks. Far from 
wishing to compete with this program 
of government insurance, the Mutual 
Life wishes to cooperate with it fully. 

“For that reason, under ordinary cir- 
cumstances, we do ‘not wish to solicit 
new life insurance business from men 
in active service unless the individual in 
question already has government insur- 
ance in the full amount available to him. 
Accordingly, when an application is re- 
ceived from a man in active military 
service it should be accompanied by a 
written statement saying that he already 
has the full limit of government insur- 
ance, or stating that he knows it is 
available to him, but does not want it, 
for special reasons.” 


Culpepper to Be Savannah 


Manager for Metropolitan 


Milton O. Culpepper, formerly man- 
ager for the Metropolitan Life at Staun- 
ton, Va., has been transferred to the 
company’s office at Savannah, Ga., suc- 
ceeding M. S. Herndon, who retired on 
January 3. 

Before life insurance, Mr. 
Culpepper was a draftsman for the 
Portsmouth, Va. Water Department. 
He joined the Metropolitan in 1925 as 
an agent in the Portsmouth district of- 
fice. Appointed a manager in 1931, he 
was in charge of the company’s offices 
in Gastonia, N. C., and later in Staunton. 

Active in civic affairs, Mr. Culpepper 
was on the board of directors of the 
Staunton Kiwanis Club and Welfare As- 
sociation, chairman of the Under-privi- 
leged Children’s Committee, a member 
of the Beverly Club, the Y.M.C.A, and 
the Chamber of Commerce. He is a 
mason and a member of.the Knights of 
Pythias. 


entering 





E. V. DEANE MARKS 50 NYLIC YRS. 

E. V. Deane, agency director, Inde- 
pendence branch, New York Life, Phila- 
delphia, celebrates his fiftieth service 
anniversary this month. Coming with 
the company in 1892 as a branch office 
employe, Mr. Deane advanced to cashier, 
later being appointed agency director 
of the Keystone branch. He has held 
his present position since 1917. 





NEBRASKA COMPANY GAINS 

3ankers Life of Nebraska reports that 
1941 was one of the most successful 
years in its history, with paid produc- 
tion 38.9% ahead of the previous year. 
The company’s lapse rate was the lowest 
for many years and the increase in busi- 
ness in force was the greatest since 
1930. The volume of both written and 
paid business for December exceeded 
that of any other month since the com- 
pany began. 


= —_—_——__ 





Manhattan Life Assureds 
Get “Victory” Emblems 


Victory Emblems, with the words “Re- 
member Pearl Harbor” and “For Victory” 
printed in blue, large “V” in red and com- 
pany signature in black, have been mailed 
policyholders of Manhattan Life for attach- 
ment to policy jackets as a sign that the 
assured has a “fighting policy.” Signifi- 
cance of the Victory Emblem is that, as 
The Eastern Underwriter described in last 
week’s edition, the Manhattan Life board 
of directors voted recently to invest all 
renewal premiums until further notice in 
United States Government bonds. 

Policyholders have been asked to sign 
and return to the home office pledge cards 
indicating that they have attached the Vic- 
tory Emblems to their policies, 

Response to the company’s action, said 
J. P. Fordyce, president, has been grati- 
fying from all parts of the nation. Let- 
ters of enthusiastic approval have been 
received from Secretary of the Treasury 
Henry Morgenthau, Jr., Governor Herbert 
Lehman, New York; Governor Charles 
Edison, New Jersey, and Governor Dwight 
H. Green, Illinois. 


37% GAIN FOR H. J. FETT OFFICE 


Harold J. Fett’s Mutual Life of New 
York agency in Newark showed a gain 
of 37% in paid-for business in 1941. 
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Room 2418 





LIFE INSURANCE 


RENEWALS 


RENEWAL PURCHASE COMPANY 


Telephone: BOwling Green 9-0109 


cy 


PURCHASED ON 
EQUITABLE BASIS 


70 Pine St., New York 








New England Mutual Leaders 
In Bowes Agency, Newark 


After two years of increases of 47% 
and 53% respectively over the preceding 
year, the C. Vernon Bowes agency, New 


England Mutual, Newark, has again 
made gains, this time of 55% over 1940. 

Crandon & Stockman, of the Bowes 
agency, led the company’s field forces 
in number of lives. Through November 
they led in volume and appear to have 
been in first place through the end of 
the year (final figures are not yet avail- 
able). 
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In times of war and disaster thoughts should 
be turned from the uncomfortable present to 
the promise of the future. Ever alive to the ne- 
cessity of preparing for that future, Berkshire 
Life General Agents and Associates have 
been successful in effecting an increase of 
30% in new paid business as of December Ist. 

This splendid achievement has a meaning 
far greater than an increase of business on 
the company books. It points to the fact that 
through life insurance, and not through idle 
words, many more thousands of policyowners 
have taken definite steps to demonstrate the 
essential character of the destiny they pro- 
pose to achieve for the generations which 
will follow our own. 

The Berkshire will continue to play its part 
in the present defense of America's funda- 
mental concepts of government and liberty. 
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FRED. H. RHODES, President 
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Purchase Agreements 


(Continued from Page 3) 
(unless the corporation is to be the 
purchaser of the stock) or from a pool, 
The insured will directly or indirectly 
have contributed to payment of pre- 
miums on his own life, and this gets 
us into a possible taxable situation on 
the insurance policies under T.D. 5032” 

Valuation of Interest 

Concerning the valuation of decedent's 

interest Mr. Lawthers said: “There are 
various methods used for valuing the 
decedent’s interest in the business after 
his death. Among the methods used 
are the fixed valuation method, the capi- 
talization of earning method and the 
book value method. The fixed valuation 
method has the advantage of simplicity, 
but the disadvantage that it may not 
be revised often enough. It is probably 
best to establish a fixed valuation which 
is to be revised from time to time by 
joint action of all parties; but this fixed 
valuation, by the terms of the agree- 
ment, is to be binding only if at the 
decease of one of the parties such latest 
valuation shall have been established 
within some specified period prior to 
the death. Some detailed alternative 
method should then be provided in case 
through negligence of the parties (and 
this must always be taken into account) 
the fixed valuation should be too old 
at the time of death. 
_ “In connection with any formula that 
is used for valuation be sure that some 
reference is made to good will. It is not so 
important how good will is to be valued 
as that it be mentioned in the valuation 
formula. It is customary to provide that 
if the value of the decedent’s interest 
in the business is in excess of the in- 
surance proceeds, notes shall be given by 
the survivors to cover such excess. I 
suggest that the possibility be considered 
of allowing a little flexibility in con- 
nection with such notes. It is desirable 
to give the survivors some definite right 
in this connection rather than to pro- 
vide merely for mutual agreement with 
the executor, because an uncooperative 
executor might make such harsh terms 
that the provision for notes would be 
valueless. I suggest that some definite 
arrangement be established in the agree- 
ment for notes which the executor or 
trustee is bound to allow, but permitting 
some variation of this by mutual agree- 
ment between the survivors and _ the 
executor or trustee. 

“It may be desirable to consider the 
possibility of giving the holder of the 
notes a lien on the stock or on the part- 
nership assets in case of default, and 
provide that all notes shall become due 
in case of default in any one of them 
unless this be waived by the holder.” 


NEW POST FOR M. D. CRAMER 

Merwyn D. Cramer has been name 
agency manager of Los Angeles terri- 
tory for the Bankers Life of Iowa, suc- 
ceeding J. G. Butterbaugh, resigned. Mr. 
Cramer, ten-year veteran of the com- 
pany, has been in Los Angeles as 4 
supervisor since March 1938. 


CAL.-WESTERN STATES RECORD 

A new high in insurance in force, an 
increase of 33% in new paid-for busi- 
ness and the best December in its his- 
tory is reported by the California-West- 
ern States Life for 1941. 
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“friday Forums” Sales 
Course To Open Here 


HAL D. CRAWFORD, CHAIRMAN 








Starts January 30; Open Only to Mem- 
bers of Life Underwriters Asso- 
ciation, Sponsors of Course 





January 30 1s the date of the open- 
ing session of the “Friday Forums, the 
new course in life insurance fundamen- 
tals sponsored by the Life Underwrit- 
ers Association of New York City and 
directed by Hal D. Crawford, CLU, pro- 
duction manager, Lloyd Patterson Asso- 





HAL D. CRAWFORD 


ciates, Massachusetts Mutual. Planned 
under the guidance of George Shoe- 
maker, educational vice-president of the 
association, “Friday Forums” is designed 
as a return to the fundamentals of sound 
salesmanship. While it is aimed at agents 
in the business two years or less, the 
subject matter is so attractive that, ac- 
cording to Mr. Crawford, anyone will 
benefit from the course. 


Complete schedule follows: 
Jan. 30 — “Charting Your Course,” Harry Gar- 
diner, John Hancock. 
“The Prospecting Process,” a prac- 
tical panel, Wheeler H. King, CLU, 


New England Mutual, panel chair- 
man; F. Richard Mansfield, Pruden- 
tial; Kenneth F, Comstock, Massa- 


chusetts Mutual; Marquard C, Mul- 
ler, Phoenix Mutual; Sidney L. 
Walkenberg, CLU, Union Central. 
- “Maintaining Field Efficiency,” a 
practical panel, Karl F. Kellerman, 
Ir., CLU, New York Life, chair- 
man; Lee V. Seymour, Equitable 
Society; Charles T. Farrell, Provi- 
dent Mutual; Gardiner H. Green, 
Penn Mutual; A. William Christo- 
pher, Connecticut General. 
“Making Mailings Make Money,” 
Nelson White, advertising manager, 
Provident Mutual; Richard 
Thompson, home office staff, Mutual 
Benefit. 

- “The Mind of the Salesman,” Leon 


Feb. 6 - 


Feb,.13 


Feb, 20 


Beatrice Jones Views 
Human Relationships 


BUSINESS CAN BETTER ITSELF 





New York Association President Tells 
Jersey Association of Progress Made 
in Production Administration 





Beatrice Jones, president Life Under- 
writers Association of New York, told 
members of the Northern New Jersey 
Association of Life Underwriters last 
week that the obligation of those in the 
life insurance business is to preserve life 
insurance as an institution of freedom 
and independence as essential to the 
American democratic view of conduct. 
She said that the companies had made 
such a beautiful job of building the in- 
surance contract—in what had and is 
being offered to the public—that they did 
not have to worry about the distribu- 
tion; and, therefore, had not paid suffi- 
cient attention to the human relations 
side. If life insurance is to be preserved 
as a free institution it must itself cor- 
rect weakness in production administra- 
tion of general agencies and otherwise 
rather than have the correction made 
by outsiders. TNEC and SEC criticisms 
had been mostly to do with production 
matters. Progress had been made in 
removing reasons for criticism, and it is 
gratifying that the business itself under- 
stands the weaknesses and that it wants 
to correct them. 

Miss Jones was introduced by Elsie 
Matthews, John A. Ramsay agency, Con- 
necticut Mutual. In addition to officers 
of the New Jersey association, including 
Frank A. Williams, president, who pre- 
sided, others at head table were Sara 
Frances Jones, Equitable Society, Chi- 
cago; George P. Shoemaker, adminis- 
trative vice-president, New York asso- 
ciation; and John Hughes, executive sec- 
retary, New York association. 


F. O. Graf Made Manager 


Francis O. Graf, assistant manager of 
the Connecticut General’s office in Forty- 
second Street, New York City, has been 
made manager at Worcester, Mass., for 
the company. 





Gilbert Simon, Equitable Society. 
Feb. 27 — “Using Options as a Sales Tool,” 
Harry Krueger, CLU, Northwestern 
Mutual; William C. Smerling, CLU, 
Berkshire Life. 
6—“Pointers on Closing,” Benjamin D. 
Salinger, CLU, Mutual Benefit ; Wil- 
liam A. Sullivan, field training divi- 
sion, Metropolitan. 
March 20—‘“Practical Prestige 1 
Harry Wood, vice-president, 
Hancock. a 
March 27—‘What Makes People Buy,” Edward 
L. Reiley, CLU, Penn Mutual. 


Registration for the course includes a 
fee to cover costs of $3.00 and is re- 
stricted to members of the association 
only. Inquiries and enrollments may be 
directed to the Life Underwriters Asso- 
ciation of New York. 


March 
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North American Reassurance Co. 
Lawrence M.Cathles, Pres. 
99 John Street, New York 








Canada Life Appoints New 
Group Sales Supervisor 


C. J. Brackley, manager of the 
Toronto Osgoode branch of the Canada 
Life Assurance Co., has been appointed 
sales supervisor of the Group depart- 
ment at the home office. In this capac- 
ity he will be associated with M. M. 
Keachie, supervisor of the Group de- 
partment. 

Mr. Brackley joined the Toronto City 
branch as a representative in 1919 and 
established himself as an outstanding 
life underwriter. On sixteen occasions 
he was a member of the quarter million 
production club and, in 1935, was ap- 
pointed assistant to the manager of the 
branch. Toronto Osgoode branch was 
opened in 1937 and Mr. Brackley was 
its first manager. 

Succeeding Mr. Brackley in the 
Toronto Osgoode office will be G. A. 
Walter, who joined the Canada Life in 
1935, becoming successively educational 
assistant, educational supervisor and 
supervisor of field service, which post 
he held until his present appointment as 
manager. 





N. Y. SUPERVISORS MEETING 





Wish Success to Roe Maier, Leaving 
for Detroit; Hear Tax Trends 
by Forrest L. Morton 


The Life Supervisors Association of 
New York was host to two of its own 
members at its luncheon meeting Janu- 
ary 13: Forrest L. Morton, tax authority 
and former manager, Vanderbilt branch, 
New York Life, who spoke on “New 
Trends in Taxation,” and Roe A. Maier, 
supervisor of the R. H. Keffer agency, 
Aetna Life, who is leaving for Detroit 
to take up his new position as assistant 
to the company’s general agent there. 

Mr. Maier, one of the past presidents 
of the association, was presented with a 
gift on behalf of the organization by 
another past president, Lowell Baker. 
30th Mr. Baker and William Smerling, 
president of the Life Supervisors, ex- 
tended to Mr. Maier their wishes on 
behalf of all the members for success 
in his new post and expressed their ap- 
preciation of his helpfulness and work 
for the organization. 

Mr. Morton outlined some of the 
many tax problems affecting life insur- 
ance which are facing the business this 
coming year: the possibility of govern- 
ment asking employers to deduct income 
taxes from payrolls: higher Social Se- 
curity taxes; the likelihood that part- 
nerships may be placed on the same basis 
as corporations for tax purposes. He 
stated that because of the pressure in 
Congress for revision of the rate struc- 
ture many of the administrative ques- 
tions which life insurance people had 
hoped to have settled will have to re- 
main temporarily in suspense. 

As a sales pointer, Mr. Morton sug- 
gested the more frequent use of the 
idea of life insurance as a capital ex- 
penditure or capital replacement. Pre- 
miums for the purchase of life insurance 
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Phoenix Mutual Promotes 
D. N. Clark, J. K. Sullivan 


Dwight N. Clark has been advanced 
by the directors of the Phoenix Mutual 
Life to secretary and comptroller and 


J. Kenneth Sullivan will be assistant 
comptroller. 
Mr. Clark, with the company since 


1915, has been assistant comptroller. Mr. 
Sullivan joined the company in 1931. 





AGENCY OFFICERS DATES SET 





Canadian Life Officers to Meet in Mon- 
tebello, May 28-29; Agency and Ad- 
vertisers Sections, May 26-27 

The forty-ninth annual meeting of the 
Canadian Life Insurance Officers As- 
sociation will be held at the Seigniory 
Club, Montebello, P. Q., on Thursday 
and Friday, May 28 and 29 next. 

The annual meetings of the Life Agen- 
cy Officers Section and the Life Insur- 
ance Advertisers Section of the associa- 
tion will be held at the same place on 
the two preceding days, May 26 and 27. 

Particulars of the programs of these 
meetings will be announced at a later 
date. 





to replace taxes of $300,000 for exam- 
ple, on a million dollar estate, may well 
be taken out of capital, he suggested, 
for their purpose would be to replace 
capital. 
Besides Mr. 


Morton and Mr. Maier 


R. H. Keffer, Aetna general agent, was 
a guest of the association. 
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New Hampshire Court 
Upholds State Tax Law 


PREMIUM TAX MADE ON GROSS 





Metropolitan Life Tests 2% Tax; Divi- 
dends Held Not Deduct- 
ible Allowance 

Climaxing protracted litigation over 
the controversial New Hampshire for- 
eign insurance tax law, a ruling was 
handed down January 6 in Concord by 
the State Supreme Court to the effect 
that refunds made in the form of divi- 
dends or reimbursements to policyhold- 
ers from premiums paid by them may 
not be deducted from the pre- 
miums received by a foreign insurance 
company to reduce its tax. 

Written by Justice Thomas L. Marble 
and concurred in by the full bench, the 
opinion was given in an action brought 
by the Metropolitan Life Insurance Co. 
of New York against State Insurance 
Commissioner Arthur J. Rouillard and 
State Treasurer F. Gordon Kimball as 
the state officials who assess and collect 
the tax. 

On the basis of gross premiums col- 
lected by foreign insurance companies 
from New Hampshire policyholders in 
1940, $4,045,507, the Metropolitan experi- 
ence being taken as typical of premiums 
returned as dividends, the tax loss to the 
state would have been just over $2,000 
annually. 

It was contended by the state, how- 
ever, and the court agreed, that a deci- 
sion for the plaintiff company in this 
instance would be the opening wedge 
to a claim by all insurance companies 
for deduction of all dividends paid or 
credited to New Hampshire policyhold- 
ers, in which event the taxable premiums 
might be reduced by as much as 10%. 

The Metropolitan in 1940 had gross 
premium receipts from New Hampshire 
of $2,400,801, of which $82,073 or 3.4% 
was returned to Industrial policyholders 
in the state as dividends allowable for 
savings to the company in collection 
costs because payments were made at 
its office. 


gross 


Affects Group Annuities 


Besides Industrial policies, Group an- 
nuity contracts were considered in the 
case at the request of the state, be- 
cause companies writing that type of 
contract make refunds to the employe 
of his contributions.and to the employer 
of a portion of his payments, when the 
former elects not to take the annuity 
or ceases to be eligible to participate in 
the policy. 

“Refunds payable under each type of 
insurance contract are properly a part of 
the gross premiums received by the 
plaintiff and are therefore taxable under 
section 60 of chapter 275 of the public 
laws,” Judge Marble wrote. 

The court held that whether it be an 
Industrial of a Group contract, the leg- 
islative intent was to exclude deduc- 
tions except for death losses. 

The New Hampshire statute provides 
that every foreign insurance company 
shall pay “a tax of 2% upon the gross 
premiums received by it from residents 
of the state ‘during the year,’ less pay- 
ments to residents of the state on ac- 
count of death losses paid within the 
year.” 


Gross Premiums Defined 


Further quoting the law, the court 
pointed out that section 61 defines gross 
premiums as meaning “the total amount 
of premiums as stated in the policies 
without deduction on account of divi- 
dends used by policyholders to reduce 
or in part payment of premiums.” 

“There is nothing in the statute” Judge 
Marble said, “to indicate that the word 
‘gross’ is not to be given its usual mean- 
ing of ‘whole, entire, total, without de- 


duction.’ ” 
The court held that the tax on pre- 
miums received by foreign insurance 


companies is “in its essence a fee which 
the foreign life insurance companies 








Canadian Insurance 
In Force gains 10% 


REPORT OF G. D. FINLAYSON 





Canadian Superintendent of Insurance 
Says Greater Production, Employ- 
ment Have Contributed 

In a summary of the year 1941 pre- 
pared for publication by G. D. Finlay- 
son, Canadian Superintendent of Insur- 
ance, Mr. Finlayson says that new life 
insurance in Canada increased about 
10% to make the insurance in force 
total approximately $7,205,000,000. 

Wrote Mr. Finlayson: “The increased 
volume of industrial production and em- 
ployment and the consequent increased 
circulation of monev; the continued con- 
fidence of the public in the stability of 
Canadian life insurance companies and 
the comparatively low yields available 
on securities in the investment field 
have all, probably, made their contribu- 
tion to the impressive increase in the 
amount of new life insurance issued in 
1941 and in the business in force at the 
end of the year. The increase in issued 
business over 1940 will be found to be 
in the neighborhood of 10%, giving total 
issue of not less than $650,000,000, the 
figure for 1940 being $590,000,000.” 

Continuing, the Superintendent said: 
“During the year a number of companies 
revised their premium rates, both par- 
ticinating and non-participating, and 
similar revisions are under way in other 
companies. The revision is, with minor 
exceptions, in every case unward and 
has become necessary, not because of 
wartime conditions, but of the trend in 
interest rates on high class investments 
experienced for some years before the 
outbreak of war and continuing during 
the war period.” 





N. tional Like of Vermont 
Gains 19.4% in 1941 


\ gain of 19.4% in paid business over 
1940 is the final figure for the National 
Life of Vermont, whose insurance in 
force passed the $600,000,000 mark at the 
end of the year. 

New business was $53,806,225. 





are required to pay for the privilege of 
doing business in this state.” 

The premium collected by such com- 
panies, the court added, includes a “load- 
ing” or “amount arbitrarily added to 
the net premium to cover expenses of 
the company, and which serves as a 
source from which dividends may be 
paid to the insured.” 





for the right man. 





OPPORTUNITY FOR BROKERAGE SUPERVISOR 


In a live, growing New York City agency of a large Eastern life 
company: Preferably age 27-35, married, college educated. With proven 
personal production record; outstanding personality. Supervisory experi. 
ence not essential, but must be ambitious to enter agency work. 


This is an unusual opportunity and an attractive financial arrangement 
Write complete details, in confidence, to 


Box 1419, THE EASTERN UNDERWRITER, 41 Maiden Lane, New York. 








Bank’s Insured Plan of 
Budgeting Tax Payments 


A plan to budget the payment of in- 
creased income taxes over a period of 
twelve months is being offered by The 
Peoples-Pittsburgh Trust Company, with 
the advances made by the bank covered by 
life insurance in the event of the death 
of customers under the plan. 

Designed to provide an easy way. of 
meeting tax payments out of current in- 
come, the new development, according to 
Gwilym A. Price, president of the bank, 
“follows the practice of consumer mer- 
chandising in offering a convenient pack- 
age to meet the specific requirements of 
a customer, and it acts as an aid in pro- 
moting thrift among borrowers.” 

As an example of how the method will 
operate, Mr. Price cited an individual who 
will need $1,000 for income tax payments 
in 1942. The bank provides the money 
as needed for each quarterly payment 
through a special account so that the tax- 
payer has only to issue his personal check 
for each payment. The individual begins 
paying into the income tax budget fund on 
April 15 and makes twelve equal monthly 
payments, a total of $1,020, which includes 
$20 interest. Taxpayers who wish to in- 
crease their budget to include the tax 
payment for the first quarter of 1943 can 
pay $1,265 into the fund over a twelve- 
month period, including $1,200 for taxes 
and $15 for interest. There is no interest 
charge on the additional $250. 

The method can be employed for other 
amounts than $1,000 and is suitable for 
corporations as well as individuals, it is 
stated. 


APPOINTMENT OF R. S. COX, JR. 
Richard S. Cox, Jr. has been appointed 
assistant general agent at Grand Rapids, 
Mich. for the Aetna Life. He succeeds 
the late May J. Panney. Mr. Cox was 
formerly supervisor in Kalamazoo. 











INCREASE YOUR INCOME 
By Selling Our 
MORTGAGE CANCELLATION 
INSURANCE CONTRACT 


The cost is surprisingly low and 
yet it accomplishes so much. 


Yearly Renewable Reducing 
Non-Par Term Insurance for bal- 
ance of the Mortgage. 


Information gladly furnished 


PHILADELPHIA LIFE 
INSURANCE COMPANY 


111 North Broad Street 
Philadelphia, Pa. 


Teended 


























THE BOSTON MUTUAL 


LIFE INSURANCE CO. | 


1891 — GOLDEN — 1941 
ANNIVERSARY 


An old New England company 
of high character and standing. 
It is known for its conservative 
management and strength. 
& 
JAY R. BENTON, President 
EDWARD C. MANSFIELD, 
Secretary-Treasurer 
® 


HOME OFFICE 


Boston, Massachusetts 
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ACCIDENT — HEALTH — HOSPITALIZATION 
FAIRBANKS AGENCY 
General Agents 
UNITED STATES LIFE INS. Co, 
In the City of New York 
80 John St..N. Y. BOwling Green 9.8696 








Chicago Sales Forum Lists 
Twenty-five Speakers 


The program of the 1942 Sales Forum 
of ten weekly meetings sponsored by the 
Chicago Association of Life Underwrit 
ers in cooperation with the R. & R 
Course in Advanced Salesmanship, to 
run from January 24 through March 28 
is now in completed form. 

Program was arranged by George L, 
Grimm, CLU chairman of the Associa- 
tion’s educational committee, under the 
direction of Walter N. Hiller, CLU, pres- 
ident of the association. 


Complete schedule follows: 


Jan, 24—Holgar J. Johnson, president, In. 

stitute of Life Insurance, ‘Professional Char- 
acteristics of Life Underwriting,” and Benjamin 
F, Bills, sales counsellor, “How People Buy.” 
_Jan. 31—F, Hobert Haviland, vice-president, 
Connecticut General, “The Mind of the Sales. 
man,” and E. C, Hoy, manager, Sun Life of 
Canada, “Opening the Life Insurance Discus. 
sion.” 

Feb, 7—Chester O. Fischer, vice-president, 
Massachusetts Mutual Life, “Leading the Pros- 
pect to Recognize the Situation,” and B. H, 
Groves, CLU, manager Travelers, ‘Converting 
Interest Into Desire.” 

_ Feb, 14—John O. Todd, CLU, H. S. Vail & 
Sons, “Proving the Case of Life Insurance,” 
and James F, Francis, manager Metropolitan, 
“Persuading the Prospect to Act.” 

Feb 21—Earl Schwemm, CLU, agency 
manager, Great-West Life, “The Four Major 
Problems in Property”; George Huth, general 
agent, Provident Mutual Life, “Analysis of 
Types of Estate Property; Common Stock”; 
Garland Kahle, Equitable Society, ‘Analysis of 
Types of Estate Property; Bonds,” and 
Tracy, CLU, agency director, New York Life, 
Analysis of Types of Estate Property; Real 
Estate and Real Estate Securities.” 

Feb 28—Robert J. Lawthers, manager, benefit 
department, New England Mutual, “Analysis of 
Types of Estate Property; The Sole Proprietor: 
ship, Partnership Business Interests,” and Paul 
W. Cook, CLU, general agent, Mutual Benefit, 
“Analysis of Types of Estate Property; Close 
Corporation Stock.” 

Mar. 7—Judge John _F. O’Connell, Probate 
Judge, Cook County; David J. A. Hayes, at- 
torney, and Nat M. Kahn, attorney, will drama- 
tize “Distribution of the General Property in 
the Estate’; Philip B. Hobbs, agency manager, 
Equitable Society, “Distribution of Life Insur- 
ance Property’ and R. Donald Cameron, Con- 
tinental Illinois National Bank, ‘Problems In- 
volved in Estate Transfer.” 

Mar. 14—James H. Brennan, manager, Fi- 
delity Mutual Life, “The Fundamentals_ of 
Programming,” and L. Mortimer Buckley, CLU, 
supervisor, New England Mutual, “Planning 
the Average Life Insurance Program.” 

_Mar. 21—S, T. Whatley, vice-president, Aetna 
Life, “Programming the Larger Estate,” and 
F. J. Budinger, general agent, Franklin Life, 
“Selling the Program.” 

Mar. 28—Edward R. Seese, division sales 
manager, Metropolitan, ‘Underwriting Income 
With Social Security and Salary Savings,” and 
Charles J. Zimmerman, CLU, general agent, 
Connecticut. Mutual, “The Advanced Under- 
writer Builds a Career.” 


BENNETT ADMITTED TO BAR 


Thomas J. Bennett, cashier of the loan 
and real estate office, Massachusetts 
Mutual in Washington, D. C. has been 
admitted to practice before the United 
States District Court in the District of 
Columbia. 

Mr. Bennett, a graduate of Northeast 
ern University, joined the company as 
a clerk in 1926, was promoted to the 
renewal department, and in 1939 to the 
real estate department where he worked 
until his appointment as cashier. 
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National of Vermont 
Cites 1941 Increase 


PRESIDENT BRIGHAM REPORTS 





nce in Force Gains 4.36%; New 


Ahead 


ral 
- Life Insurance 19.42% 


of 1940 


The National Life Insurance Co. of 
Vermont reports that during 1941 it 
enjoyed the largest increase in insurance 
in force since 1929. President Elbert S. 
Brigham, reviewing the ninety-second 
year of the company’s operations, said: 
" “The results have been especially grati- 
fying. Insurance in force gained $25,- 
068,079 or 4.36%, and it now totals $600,- 


130.230 as of December 31. The sales 
of new life insurance for the year 
amounted to $53,806,225, making our 


sales 19.42% greater in 1941 than they 
were the year previous. The company's 
assets continued their record of unbrok- 
en annual growth since 1850, increasing 
$11,567,100 during the year, to a total 
of $238,241,779. Net interest earned was 
361%, comparing favorably with 3.69% 
in 1940. 

“According to the market value figures 
furnished by the National Association of 
Insurance Commissioners, the market 
value of the company’s bond invest- 
ments, as of December 31, was 7.28%, or 
$4.781,220 above the book value of $65,- 
658,795. No bond interest was past due; 
$16,000 principal was past due on one 
municipal issue and through legal pro- 
ceedings an appropriate judgment has 
been obtained against the debtor. 

“The same dividend scale used in 1941 
has been approved for 1942 and an ap- 
propriate liability of $4,099,698 has been 
established for this purpose. It has 
been possible to add $266,033 to surplus 
after increasing reserves. The total sur- 
plus is now $11,743,776, including a $2,- 
000,000 contingency fund set aside a few 
years ago and never touched.” 

FHA Experience 

The National Life, which was one of 
the first insurance companies to invest 
heavily in Federal Housing Administra- 
tion loans, is reported by President Brig” 
ham as having a highly successful ex- 
perience with them. The mortgage loan 
investment of the company, including 
both the FHA and other types of mort- 
gages, is $122,949,124, and of this sum 
61.63% of the loans are now insured by 
the Federal Housing Administration. 

The company’s preferred stocks, all of 
which are cumulative as to dividends, had 
a market value of $6,756,984 or $197,- 
350 in excess of cost. The real estate 
account has been reduced by 12.5% dur- 
ing the year, and interest of 1.99% 
was earned net on real estate owned by 
the company. 

The company’s liabilities consist mainly 

of the reserves set up according to law, 
to guarantee the fulfillment of contracts. 
Reserves on 184,871 insurance contracts 
amount to $147,407,602. This is an in- 
crease in reserves of $6,207,940 for the 
year. Annuity contracts numbering 
14,849 at the end of the year represent 
an annual income to annuitants of $6,- 
460,104, and the reserves on the annuity 
accounts were increased during the year 
to a total of $43,597,748. 
_ Reserves on stringent actuarial bases 
lor special benefits relating to total and 
Permanent disability and death by acci- 
dental means amount. to $3,929,284; and 
reserves on supplementary contracts, 
$16,661,677. The sum paid to policy- 
holders and beneficiar‘es in 1941 was 
$17,769,795, including dividends of $3,- 
885,122, 


Bankers of Ia. Gains 17%; 
Month’s Leader Niemann 


_ the Bankers Life of Iowa shows an 
Mcrease over 1940 in written business of 
approximately 17%. December business 
Was the largest since June 1930, with 
total written at $11,522,868, exclusive of 
Group Insurance and annuities. 
Leading agency for the month 


Leading was 
W. K. Niemann, Des Moines. 





ualifies for Equitable Clubs 


Twenty-six Consecutive Years 


Rose Albers of the A. V. Ott Agency, 
Equitable Life Assurance Society, at 
New York has completed her thirty-first 
year with the company and for twenty- 
six consecutive years has qualified as a 
company club member with $100,000 or 
better. 

During this period, she has been a 
member of the quarter million dollar 
club for eight times, was a member of 
the $350,000 corps one year, joined the 
$250,000 and $150,000 corps five years 
each and for seven years, including 1941, 
has been in the $100,000 corps. 

Her total of lives insured runs con- 
siderably over 1,000. In a special cam- 
paign in 1927 she had the distinction of 
leading all Equitable women representa- 
tives by insuring 124 lives. She has sold 
many annuities. 

Celebrities in Clientele 

Included in her clientele are many 
celebrities whose pictures decorate her 
office walls. While both men and women 
are represented, she has pioneered in 
spreading life insurance protection 
among business and professional women. 
One of her most celebrated clients was 
the late Mary Morris, famous restaura- 
teur known as “Hamburger Mary,” who 
gained fame as a radio singer from her 
unique restaurant which is still in opera- 
tion in New York City. 

Miss Albers is a natural career woman. 
Before she went into life insurance she 
owned and operated a manufacturing 
plant. Her interest in music has brought 
her into contact with career women in 
the musical world, many of whom she 
has insured. Each year she has season 
tickets to the Metropolitan Opera. She 
owns her own home in a suburb of New 
York City. 

Rushing out of her office to begin 
qualifying for a club or corps in 1942, 
Miss Albers said to The Eastern Under- 
writer: 

Quotes Parkinson 

“The president of my 
(Thomas I. Parkinson) says 


company 
what we 


ROSE ALBERS 


must do is recognize that we have a 
service which is needed by a constantly 
increasing number of people in our com- 
munity who in constantly increasing 
numbers can afford to pay for that serv- 
ice, and it only remains for us to do the 
sales job that applies our service to them 
for their own and their beneficiaries’ 
benefit. 

“As I am paying off my policies today 
with their splendid refunds I wonder if 
anyone can understand the intense satis- 
faction it gives my clients to know that 
the money has been safeguarded. No 
other proposition in the financial field 
quite equals our splendid life insurance 
which means protection and whether it 
matures by death or length of time, is 
a guarantee of payment of the con- 
tract.” 





Canada Life Agency Dep’t Promotions 





T. H. GOOCH 


The Canada Life announces two pro- 
motions in its agency department. T. H. 
Gooch, formerly assistant superintend- 
ent, becomes associated with R. G. Mc- 
Donald as superintendent. A. G. Mac- 
Kenzie, formerly agency assistant, has 
been appointed agency supervisor. 

In 1932, Mr. Gooch was appointed as- 
sistant educational supervisor and has 
filled the posts of conservation inspec- 
tor, agency assistant, agency supervisor, 
and assistant superintendent. The latter 





A. G. MACKENZIE 


appointment came last February. His 
original association with the Canada Life 
dates back to 1924 when he joined the 
company in the accounting department. 
He has had considerable selling experi- 
ence and, working in the evenings only, 
he earned membership in the production 
clubs on six occasions. 

Mr. MacKenzie joined the Canada Life 
in 1926 in Detroit as a representative 
and moved to Montreal in 1932 where he 
was named educational instructor. Four 





Bankers, Ia., Has New 
Compensation Plan 


INCLUDES PENSION FEATURE 


Company Also Adopts New Managers’ 
Contract Combining Features of 
Both Systems 


A new form of agent’s contract and a 
correlated pension plan was the feature 
announcement January 15 at the Bank- 
ers Life of Iowa three-day school of 
instruction being held at the company’s 
home office. 

The pension plan, subject to certain 
limits of eligibility, is available to all 
agents operating under the new contract. 
The new contract is ontional for all men 
now under contract and will be used 
exclusively for all new agents. The lat- 
ter follows the general pattern of re- 
cent developments in the life insurance 
field in readjusting compensation through 
redistribution of commissions and makes 
the transition through a “bridge-over” 


plan. 

First year commission of 45% is the 
objective of the new plan, reached 
through “bridge-over” commissions of 


55% graded schedule the first year, 50% 
graded schedule the second year and 
then the 45% commission. 

Renewal commission period has been 
changed from nine years to second, third 
and fourth years with “persistency al- 
lowances” at the rate of 2% thereafter. 
Second year commissions are 10%, 17% 
and in the final “bridge-over” year 20%, 
where they remain. 


Details of Plan 


Each eligible agent who becomes a 
member under the pension plan will con- 
tribute 4% of each month’s income. This 
contribution will be matched by the com- 
pany. Contributions will be accumulated 
to provide a Modified Refund Annuity 
at a retirement age. The Modified Re- 
fund plan was adopted in order that at 
the early death of a retired agent there 
might be some benefits accruing to the 
beneficiary. 

Two full calendar years of service 
with a commission income of at least 
$600 for the second year is required for 
pension plan eligibility. 

The pension plan provides for retire- 
ment at age 65 with some flexibility to 
permit optional retirement on reduced 
pensions between ages 60 and 65. An- 
ticipating that life insurance agents may 
eventually be brought under Social Se- 
curity, the pension plan is flexible to 
the extent that, in such event, pension 
contributions of both agent and com- 
pany shall be reduced by the amount 
of required Social Security contributions. 

In announcing the new agent’s con- 
tract and the pension plan for agents, 
the company also announced a new type 
of agency manager’s contract which in- 
corporates the best features of both 
general agency and branch office plans 
as these two plans have generally been 
employed in the field. Officials of the 
company pointed out that the company 
has operated with both general agency 
and branch office nlans, with ample op- 
portunity to observe advantages and dis- 
advantages of both. 

The new agency manager’s contract 
brings together in a fresh relationship 
something of the independent status and 
profit motive of the general agent, the 
stable-income security of the branch 
office manager, and the vested equities 
of the general agent. 


EDMUND W. LEE DEAD 
Edmund W. Lee of Larchmont, N. Y., 
78, who was a manager of John Han- 
cock in New York until he retired in 
1937, died in a New Rochelle, N. Y., 
hospital. He had been with the John 
Hancock forty-five years. 


years later, he was transferred to Wind- 
sor as branch manager. His successful 
supervision there preceded his appoint- 
ment to home office in January, 1941, as 
agency assistant. 
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U. S. Life Adopts War 
And Aviation Clauses 


EFFECTIVE AS OF JANUARY 12 


Full Coverage for Civilians and Service 
Men Inside United States and 
Canada 


The United States Life adopted war 
and aviation clauses as of January 12, 
according to an announcement by Ex- 
ecutive Vice-President George M. Sel- 
Ser. 

The company under the new provision 
is continuing to furnish full coverage in- 
side the states of the United States, the 
District of Columbia and Canada against 
the hazards of war and military or naval 
service to those enrolled in military or 
naval service as well as to civilians. 

The principal features of the new pro- 
visions are as follows: 

New York State issues—(1) A limited benefit 
only (return of premiums paid by the insured 
or reserve if greater) is payable if death occurs 
as a result of military, naval or air service out- 
side the forty-eight states of the United States, 
the District of Columbia and the Dominion of 
Canada; (2) A limited benefit only is payable 
in event of death as a result of aviation as 
passenger or otherwise except as a fare-paying 
passenger on a commercial air-line on a regu- 
larly scheduled route between definitely estab- 
lished airports inside the forty-eight states of 
the United States, the District of Columbia and 
the Dominion of Canada. 5 x 

Issues in states other than New York—(1) A 
limited benefit only (return of premiums paid 
by the insured or reserve if greater) is payable 
if death occurs from any cause arising while in 
military, naval or air service outside the forty- 
eight states of the United States, the District of 
Columbia and the Dominion of i, anada; (2) 
limited benefit only is payable in event of the 
death within two years after issue, of a civilian 
as the result of an act of war committed while 
outside these areas; (3) A limited benefit only 
is payable in event of death as a result of 
aviation as passenger or otherwise except as a 
fare-paying passenger on a commercial airline on 
a regularly scheduled route between definitely 
established airports inside the forty-eight states 
of the United States, the District of Columbia 
and the Dominion of Canada. 





WILLIAM J. CUMMINS 


The Edward A. Woods Agency, Pitts- 
burgh, Equitable Society leader, had a 
volume of $126,505,430 in 1941. Appli- 
cations for insurance written totaled 65,- 
099. December business amounted to 
$12,432,447. 

For 1942, agency has a new organiza- 
tion set-up. William J. Cummins has 
been advanced to head of agency de- 
partment with title of agency superin- 
tendent. Robert L. Feldman is now 
assistant agency superintendent. 

Mr. Cummins has been with Equitable 
since 1919 and Mr. Feldman since Octo- 








HEARD on the WAY 








Nothing gives an insurance agent more 
pleasure than to receive a letter from 
a widow thanking him for having placed 
insurance on her husband. Such a let- 
ter was received by M. J. Donnelly, 
Equitable Life Assurance Society, New 
Castle, Pa., upon the occasion of his 
recent twenty-fifth anniversary with the 
Society, from Mrs. Albert L. Cromlish, 
widow of a prominent steel man. Dur- 
ing his quarter of a century experience, 
by the way, Mr. Donnelly has placed 
more than $200,000,000 of Ordinary and 
Group insurance covering 100,000 lives in 
western Pennsylvania and eastern Ohio. 

Mrs. Cromlish writes in part: 

“IT shall never forget how my husband 
called you in before he died and asked 
if you would guide me in my invest- 
ments. I shall ever be grateful to you 
for introducing me to the peace of mind 
I enjoy in knowing that the Equitable 
is looking after much of my money and 
will continue to send me my monthly 
checks as long as I live.” 

Mr. Cromlish was general superintend- 


ent of the Carnegie Steel Co. in the 
New Castle district for twenty years. 
He was an authority on blast furnace 


operations and was located at the Car- 
negie Steel Co. plants in New Castle, 
Farrell and Duquesne, Pa. 

When he died he had Group insur- 
ance in the Equitable. He left a good- 
sized estate but her experience with 
her other investments was not so good 
There was one period when U. S. Steel 
common did not pay a cent in dividends. 
At one time she saw the price of steel 
stock go down to about $21 a share. The 
life insurance annuities, however, con- 
tinued, of course, to pay monthly income 
checks all through the depression. 

The calendar which the Great-West 
Life, Winnipeg, sent out last year 
showed a young boy and girl with a 
big St. Bernard d on guard nearby. 


aoe 








MRS. ALBERT L. CROMLISH 


This illustration proved so popular that 
the company is using the same children 
and dog, but in a new setting, to illus- 
trate the 1942 calendar. In addition to 
the big St. Bernard dog three puppies 
are shown. 

A letter accompanying the calendar 
gives the behind-the-scenes story of the 
1942 illustration: three puppies shown 
are part of a litter of thirteen, offspring 
of the dog in the 1941 calendar. The 
big dog in the 1942 calendar is the 
father, the mother having died. The 
illustration is entitled “A Friend in 
Need,” and shows the little girl in a 
Red Cross uniform offering to a puppy 
a nursing bottle of milk. 

Uncle Francis. 


ROBERT L. FELDMAN 


ber 2, 1926. Executive department of 
agency continues to be headed by Wil- 
liam M. Duff, president and manager. 
William J. Powell is vice-president and 
treasurer; and Charles A. Woods, vice- 
president and counsel. 

Mr. Cummins is active on key com- 
mittees of the Pittsburgh Life Under- 
writers Association and is vice-president 
of the state association. He is also a 
member of board of directors of Pitts- 
burgh Chamber of Commerce. Mr. Feld- 
man has been a member of Woods agen- 
cy since 1926. He has been active in 
publicity work of the Pittsburgh Life 
Underwriters Association. 





. . 

Omit Met Meeting 

o 

(Continued from Page 1) 

be, is not in keeping with the national 
situation. In our sister country, Canada, 
I am informed that no life insurance 
conventions have been held by any com- 
pany since the outbreak of war in 1939. 
We are alread hearing of other organi- 
zations in the United States which are 
omitting annual gatherings which they 
have been accustomed to have for years. 
It is the considered judgment of your 
officers that a similar course must be 
followed by the Metropolitan, and this 
decision, disapro'ntir~ as it is to all of 
us, will, I am sure, be received by each 
of you in a spirit of true patriotism. 

“Meantime, the duty and responsibil- 
ity of each Metropolitan man and 
woman is clear. Our first duty is to 
support our country and our com- 
mander-in-chief, the President of the 
United States, as our leader in any and 
every endeavor to maintain the honor 
and dignity of the Nation and to subdue 
those who would, if they could, subdue 
us. 

“Already, and before the recent out- 
break, the Metropolitan had in the 
armed services of the United States and 
Canada somewhat over 700 of its people. 
It is safe to assume that this number 
will be augmented, and those who enter 
the service will have every encourage- 
ment from their company and associates. 
Those not in active service will have 
countless opportunities for contribution 
of their energies in the commonweal. 

“In seeking the necessary means of 
financing the war, our government. will 
have, as it has already had in the cur- 
rent situation and as it had in the late 
war, the fullest cooperation and support 
of the company itself. Furthermore, each 
and every one of us will have oppor- 
tunity to make individual financial sub- 
scription, according to our means, to the 
purchase of Defense Savings Bonds or 
to the purchase of other securities which 
may be offered by the government for 
subscription by the people. 

“No one can say how long our war 


Acacia Mutual Makes 
Large Gains in 194 


DECEMBER GREATEST MONTH 








cIR¢ 
President Montgomery Announces Cost 
of-Living Bonus and Defense r To I 
Bond Plan for Employes 
With the publication of year. F 
figures for the Acacia Mutual Lie , 
President William Montgomery an iy * 
nounced that December, 1941, was the } Insw 
best single month in the history of the | annu 
company. Paid-for business for Decem- | ~ 
ber amounted to $8,300,000 against $4. i a lit 
853,000 for the same month in 194) ‘an § disse 
increase of 71%. By December 31, com. > = 
pany assets had reached the total of o 
$100,700,000 and total paid-for business nai 
for the year was $46,000,000, renresent- | a 
ing an increase of more than 25% over } ond 
last year. During 1941 the net increase a 
in business in force amounted to $23. | Rs 
000,000, a gain of 91% over 1940, Total a hee 
insurance in force as of December 3] } Mar 
1941 was over $446,000,000. thes 
Mr. Montgomery also announced that | may 
Acacia Mutual, has provided a temporary at 
5% bonus to help its employes meet the Phil 
rising cost of living and play a full part | At 
in the financing of our war effort. The sear 
first of these payments was for the ing ¢ 
quarter ending December 31, 1941 and films 
was paid to the employes in United catic 
States defense bonds. The bonus covers f as 0) 
all branch office and home office em- port 
ployes except elected officers. First hint yove 
of the move was given by Mr. Mont- fello 
gomery in an address before several of a 
hundred employes at the annual year-end || sear 
party in the auditorium of the Acacia {| _ brie 
Building. stud 
Defense Bond Plan sear 
To encourage its employes to buy de- ably 
fense bonds, Acacia has adopted a plan to 
believed to be unique, under which the ae 
company will purchase defense bonds clas: 
outright for its employes, permitting the 
employes to reimburse the company in } LO 
semi-monthly installments with no in- T 
terest charge. This program has been Con 
worked out, Mr. Montgomery explained, men 


as a highly liberal inducement to saving » 4 
on the part of employes and also to are 
assist the government in its defense : 





bond sales program. pres 
At the same meeting, Mr. Montgom- Ban 
ery paid tribute to the long terms of Nat 
service of many Acacia employes tut 
Watches were presented to Dr. J. B. Wo 
Nichols, who has been with Acacia besi 
thirty-nine years, Jennie Reynolds with p pay 
twenty-nine years of service, and Charles ae 
C. Montgomery with twenty-five years rout 
to his credit. Presentation of a watch pha 
was also made to William C.. Diet, 
one of the old employes upon the occa- |} 
sion of his retirement. Service pins |} J 
were presented to 112 other employes || vill 
who have been with the company fifteen sing 
years or more, gen 
Publication of Acacia Mutual’s record gad 
for 1941 brings to mind the rapid growth ann 
of the company. When Mr. Montgomery ri 
became Acacia’s sole employe in 1893, it A. 
was a small assessment society with ing’ 
activities limited to the City of Wash- = 


ington; its assets amounted to $14,331. || 
Throughout the entire period from 18% 
to the present, during which time the 
company’s assets have grown from less 
than $15,000 to more than $100,000,000, 
Mr. Montgomery has been Acacia’s di- 
recting head. Acacia’s progress during 
these years is regarded as being unique 
in the annals of the life insurance 
business in America. 


will last, but if it be long or short, you 
and I are committed to see it through. 
So soon as it may be proper, you may 
be sure we shall undertake such gather- 
ings as are appropriate. We shall feel 
free at any time to make regional visits 
to our managers in different parts of 
the country for the purpose of better 
understanding of our current problems, 
to the end—and only to the end—that 









the field force may be in a_ position {0 E 
serve our country to the utmost by ( 
serving our company in whatever direc: 3. 
tions such service can be most useful. boa 








16, 194) 


=—=—=¥° 


ces 
n 194] 


MONTH 


rces Cog, 
ense 
es 


year-end 


ual Life 


total of 
business 
enresent- 
25% over 
- Increase 


7 7 
Fe 





— 


| to $23. | 


10. Total 
mber 3], 


need that 
CM porary 
meet the 
full part 
ort. The 
for the 
1941 and 
1 United 
US Covers 
ffice em- 
“irst hint 
r. Mont- 

several 
year-end 
e Acacia 


buy de- 
d a plan 
hich the 
e bonds 
tting the 


ee 


a eee 


ipany in } 


| no in- 


1as been } 
<plained, | 


O saving 
also to 
defense 


ontgom- 
erms of 
mployes 
Eo. eee 
Acacia 
Ids with 
Charles 
e years 
2 watcli 

Diet, 
le occa- 
ce pins 
mployes 
fifteen 


- record 
growth 
gomery 
1893, it 
y with 
Wash- 
$14,331. 
ym 1893 
me the 
ym less 
000,000, 
ia’s di- 
during 
unique 
surance 


rt, you 
1rough. 
yu may 
vather- 
ll feel 
1 visits 
irts of 
better 
yblems, 
{—that 


= 


~~ 


ea a 





a eee 


——— 


tion to § 


st by 
direc: 
eful.” 


January 16, 1942 








Page 13 








Huebner Foundation 
To Give New Service 


CIRCULATING LIBRARY PLAN 

7. Disseminate Research, Source Data 

v2 pres ecm Teachers; Other 
Projects Under Way 

One of the new projects undertaken 

the S. S. Huebner Foundation for 


by > : : 
insurance Education, according to the 
annual report of Executive Director 


David McCahan, is the establishment of 
4 life insurance service center tor the 
{issemination of research or source ma- 
terial on a circulating basis to teachers 
of insurance. 

Life insurance people may promote 
the work of the Foundation by contact- 
ing schools and colleges to interest 
teachers and post graduate students in 
applying for scholarships and fellowships 
to be awarded in 1942. Applications for 
these grants must be made before next 
March. Information about details of 
these grants and qualifications for them 
mav be obtained from the Foundation 
at the University of Pennsylvania, 
Philadelphia. 

Among collateral educational and _ re- 
search activities now under way or be- 
ing cons‘dered are the usefulness of slide 
films, moving pictures in insurance edu- 
cation; the collection of material such 
as organizational proceedings, special re- 
ports and studies of Federal and state 
governments, pamphlets, for the use of 
fellows and scholars; the “formulation 
of a series of digests for insurance re- 


search projects which would outline 
briefly the field of investigation, the 
studies already made therein, the re- 


search methods which would presum- 
ably be applicable, the possible obstacles 
to be overcome and other important 
factors” and the development of a library 
classification system, uniformly indexed. 


LOMA PROCEEDINGS IN PRINT 
The Proceedings of the 1941 Annual 
Conference of the Life Office Manage- 
ment Association, held in Cincinnati, 
and containing approximately 300 pages, 
are now available in bound form. 

The table of contents includes the 
presidential address of D. N. Warters, 
Jankers Life; “Indicated Trends in Our 
National Economy Affecting the Insti- 
tution of Life Insurance,” Donald B. 
Woodward, Mutual Life of New York; 
besides articles on accounting systems, 
payroll and cost accounting, weekly pre- 
mium forms portfolios, monthly debit 
routine and several other articles on all 
phases of office routine. 





JOHN H. HEIL RETIRES 
John H. Heil, general agent at Louis- 
ville for the Bankers Life of Des Moines 
since 1919, announced his retirement as 
general agent of the company on his 
seventieth birthday, December 29. The 
announcement was made at a luncheon 
arranged in his honor at which Edward 
A. Trask, Jr., field man from the Hunt- 
ington, W. Va., office, who succeeded 
Mr, Heil as general agent at Louisville, 
Was introduced to the organization. 


AETNA LOAN CORRESPONDENT 
_The Aetna Life has appointed the 
Eastern Mortgage Co., Newark, as mort- 
gage loan correspondent in northern 
New Jersey, according to an announce- 
ment by Vice-President Murray Waters. 
The Eastern Mortgage Co. is approved 
by the Federal Housing Administration. 


E. C. MORSS, NEWARK, HONORED 

Edward C. Morss, Massachusetts Mu- 
tual in Newark, was guest of honor re- 
cently at the Downtown Club when a 
dinner was given him by John E. Clay- 
ton, general agent, to celebrate his 
‘wenty-fifth year with the agency. Mr. 
“orss was leader of the agency in vol- 
ume during the past year. ; 


ELECTED TO FIDELITY BOARD 
RB awe L. Russell, Jr., president, John 
ak tetson Co., has been elected to the 
oard of directors of the Fidelity Mutual. 





SIEGER MONTH IN DECEMBER 





Bankers Nat’l. Agents Turned in Largest 
Volume in Company’s History; Paid- 
for Gain 74% Over Dec. 1940 

The best single month’s production 
in the history of Bankers National Life 
of Montclair, N. J., was last December 
which, appropriately, was dedicated by 
the agents as Appreciation Month in 


SIEGER 


WILLIAM J. 


honor of William J. Sieger, vice-presi- 
dent and superintendent of agents. Writ- 
ten business, which totaled $3,500,000, 
represented an increase of 235% over 
the production of December, 1940. Paid- 
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for business is estimated at 74% gain 
over last December. 

In the picture above, snapped by J. J. 
Ayres of the Bankers’ agency depart- 
ment, Vice-President Sieger is shown 
tired but happy in his office early New 
Year’s Eve as he examines the final re- 
sults of Bankers National’s best month. 
He has been its agency department ex- 
ecutive for the past twelve years and 
ranks high in field popularity. 


ZIMMERMAN AGENCY RECORD 


successive year the 
agency at Chi- 
Mutual Life 
for the 


For the second 
Charles J. Zimmerman 
cago for the Connecticut 
was the second leading agency 
company on the basis of 1941 paid-for 
business. Vincent B. Coffin, company 
vice-president and superintendent of 
agencies, was the guest of honor at a 
dnner climaxing the Zimmerman agen- 
cy’s all-day sales congress last Tuesday. 
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Accident 
Insurance 
In Its 
Ascendency 


The increases in personal accident 
insurance sales during 1941 indicates 
that the American insurance-pur- 
chasing public is recognizing more 
and more each year the importance 
of insuring its EARNING POWER. 


Successful life insurance under- 
writers are including accident insur- 


ance in their presentations, with 
unusual results and profit. 
Send for the booklet “Three 


Leaders,” descriptive of the “Prompt 
Paying Preferred’s” three most im- 
portant policies. 


IT WILL PAY YOU! 
—_— @ —— 


The 
PREFERRED 
ACCIDENT 


Insurance Company of New York 








ACCIDENT & HEALTH DEPT. 


John T. Haviland, Manager 
80 Maiden Lane New York, N. Y. 


rornenne 


EDWIN B. ACKERMAN 
President 




















Kelly Leads Union Central 





I. AUSTIN KELLY, II 


I. Austin Kelly, III, C. B. Knight agen- 
cy, New York, led all agents of Union 
Central last year by paying for $1,31,- 
000, and becomes president of the com- 
Sis Hoff- 
man, Benson agency, paid 
for $1,000,434. She is vice-president of 
club. Kelly is 37, specializes in estate 
conservation and tax work. In 1939 
Miss Hoffman led the entire Union Cen- 
tral force. During each of past three 
years she has paid for more than $l,- 
000,000. Lester A. Rosen, Knight agen- 
cy, now in the Army, paid for $663,740. 
Other New York production records for 
year included: S. M. Krohn, $598,000; 
D. H. Ward, $560,273; Victor Manzi-Fo, 
$527,117. 


pany’s chief production club. 
Cincinnati, 
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TRUST CO. COOPERATION WITH 
LIFE INSURANCE 
Theodore Widing, Provident Mutual, 
Philadelphia, the outstanding 
life agents of the 
country, has written an unusually inter- 


one of 
younger insurance 
esting article on trust company coopera- 
tion with life insurance producers in the 
current issue of Provident Notes. The 
first insurance trust in the country was 
written 72 years ago by the Girard Life 
Insurance, Annuity and Trust Co, 
Philadelphia, now the Girard Trust. The 
second insurance trust was written by 
the Provident Life & Trust, now the 
Provident Mutual. That was 64 years 
Philadelphia, by the way, is home 
of the Presbyterian Fund, 
which was established in 1759, 


ago. 


Ministers 


As creator of funds life insurance has 
no competition. The goal of the insur- 
ance agent in estate work should be to 
have the trust company man, the insur- 
ance agent and the lawyer act as an 
executive committee, each contributing 
to the client’s problem the knowledge he 
has of his own particular field as ap- 
plied to his own particular case, and if 
this is done then all the individual bene- 
fits to the members of the executive 
committee are guaranteed by-products, 
and the future cooperation of each per- 
son with the other is assured—for there 
is a complete understanding and appre- 
ciation of one for the other, and the 
service which can be rendered. 


An important step in the development 
of a better understanding between these 
groups has been undertaken in many 
communities through the joint work of 
the life underwriters associations and 
corporate fiduciary associations, in estab- 
lishing life trust councils. There are now 
nineteen such trust councils, which have 
been organized throughout the country 
and there are many other chapters in 
the process of organization. The move- 
It at- 
tains its effectiveness through having as 
its cornerstone of operation three funda- 
mental thoughts. 


ment is spreading very rapidly. 





MARINE RISKS IN THE PACIFIC 


War with Japan did not take either 
British or American marine underwriters 
completely by surprise, as was the case 
when Germany attacked Norway and 
Denmark, the Low Countries and 
France, according to D. King-Page, 
prominent British writer on marine in- 
surance subjects. Although the Japanese 


attacks on United States and British 


possessions came suddenly the insurance 
markets had already safeguarded them- 
of the difficulties 
that had accompanied previous exten- 
sions of the conflict. 


selves against many 
Underwriters had 
carefully adjusted their commitments in 
the Pacific to the contingency and such 
incurred 
spread over the world markets and will 
be borne without affecting the financial 
balance. 

Two schools of thought exist concern- 
ing the passage of ships across the 
Pacific to Australian and East Indies 
ports. One holds that as the Pacific is 
so vast and that as there is no restricted 
number of lanes as in the Atlantic, ships 
could better make the trip singly with- 
out naval escort except when approach- 
ing land. The other school argues that 
the very vastness of the Pacific would 
make it difficult for the Japanese to 
locate a convoy of as many as fifty ves- 


losses as may have been are 


sels; therefore convoys should be used. 
Those who oppose convoys contend that 
if a group of ships happened to be found 
by the enemy severe losses might be 
inflicted. Also it is argued that single 
vessels could proceed at maximum speed 
whereas convoys cannot proceed at bet- 
ter than the speed of the slowest ship. 





Hit Non-German Insured 
(From The Review, London) 

It is only too well-known that the new 
order in Europe planned by the German 
Herrenvolk (Master Race) is not based 
on equality of nations but on preferential 
treatment of peoples of German blood. 
This was evident as early as at the over- 
running of Poland, when policyholders 
of German origin insured with Polish 
companies were guaranteed full rights 
whereas Poles obtained satisfaction only 
as funds allowed. That policy seems to 
be continued in the settlement of war 
damage claims. Precise details are not 
available, but it is known that German 
subjects and people of German origin 
obtain preferential settlement of war 
damage claims in occupied Poland, AI- 
sace-Lorraine and Luxembourg, accord- 
ing to sections 1 and 2 of a regulation 
issued on April 18th, 1941. Losses sus- 
tained by non-Germans are settled ac- 
cording to the general rules applicable 
to such people throughout Germany it- 


self 





John R. Hardin, president of the Mu- 
tual Benefit Life, and other company 
officers attended a joint meeting of the 
Buffalo, Rochester and Erie agencies of 
the company in Hotel Statler, Buffalo. 

x  * 


Felix U. Levy, Penn Mutual under- 
writer in New York City, in the New 
York State Guard, is assigned to the 
Fourth Regiment of the Headquarters 
and Service Company. 








FIRST LIEUT. PAUL TROTH 


Paul Troth, formerly with the editor al 
department of The Eastern Underwriter 
and later with the division of 
the Home Life, recently graduated from 
the infantry school, Fort Benning, Ga. 
Following graduation he was ordered to 
Service 


agency 


duty with the infantry school 


command and assumed his new duties 
there January 9. 
210 thirty-one 
Fort Benning and the remainder report 
to Fort McClellan, Ala., and Fort Rob- 
inson, Ark. He is a first lieutenant. 


* * 


From his company of 


men were assigned to 


Bolling Sibley, Penn Mutual associate 
general agent at Memphis, by request 
of Francis Biddle, Attorney General of 
the United States, has accepted ap- 
pointment as a member of the Alien 
Enemy Hearing Board for the Western 
District of Tennessee. After the appre- 
hension of alien enemies, the facts bear- 
ing on their cases will be presented to 
the board, and the function of the board 
is to recommend to the Attorney Gen- 
eral in each case whether the alien en- 
emy should be interned, paroled, or re- 
leased unconditionally. 

* * x 


George W. Blossom, Jr., president of 
Fred S. James & Co. Chicago, was 


elected president of the United States. 


Golf Association at its annual meeting 
at the Waldorf-Astoria Hotel, New York 
City, January 10. For the past two years 
he has been vice-president and a mem- 
ber of the executive committee. He con- 
tinues on the executive committee and is 
representative of the Chicago district of 
the sectional associations. The executive 
committee decided to cancel the four 
major tournaments scheduled for 1942, 
open, amateur, women’s amateur and 
public links championship, and devote 
its program to contributions to the na- 
tion for the duration of the war. By- 
laws were amended to permit amateur 
golfers to play for defense bonds and 
stamps with a limit of $100. 
a. ee 


W. Owen Wilson, prominent Rich- 
mond, Va., local agent and a past Na- 
tional Association president, has ac- 
cepted an invitation to make an address 
before a meeting of the National Asso- 
ciation of Cost Accountants scheduled 
to be held at the John Marshall Hotel 
in Richmond, January 26. He was asked 
to discuss insurance as a business factor 
and coverage cost, but he has indicated 
that he will probably select some other 
subject for his address. 





BREEN 


FRED J. 


Fred J. Breen, secretary of the Na- 
tional Union Fire of Pittsburgh, tomor- 
row, January 17, marks his fifteenth an- 
niversary with the company. He joined 
in 1927 nearly 
twenty-one National 
Board of Fire Underwr-ters in New York 
City. Mr. Breen went with the National 
Union as assistant to the president and 
in January, 1928, became secretary. His 
duties include much contact work and 
general field supervision in addition to 
those of the office of secretary. Because 
of his friendly personality Mr. Breen is 
a popular figure at numerous agents’ 
conventions. On July 7 last he com- 
pleted thirty-five years of service in fire 
insurance. He joined the National Board 
in 1906 as a clerk in the fire prevention 
department and for many years was in 
the general office. He was in charge ol 
the National Board loss cabinet at sev- 
eral conflagrations. Mr. Breen was the 
original wielder of the goose quill of the 
New York City Pond of the Blue Goose 
when the pond was reorganized and 
served in that capacity until going to 
Pittsburgh. 


after having served 


years with the 


x * x 
Martha Lorraine Winterble, older 
daughter of W. F. Winterble, director 
of agencies, Bankers Life of Iowa, was 
married recently to John Pearce Roberts, 
Rapid City, S. D. Both Mr. and Mrs. 
Roberts are graduates of Carleton Col- 
lege, Northfield, Minn. Mr. Roberts 1s 
now in his last year at Harvard School 
of Business Administration. They will 
make their home in Cambridge, Mass. 
- * * 


Isadore Samuels, general agent, Den- 
ver, New England Mutual Life, is one 
of five Denver men who has been ap- 
pointed to the national panel of arbi- 
trators of the American Arbitration 
Association. The appointees join a Colo- 
rado panel of nearly 200 members who 
are available as impartial arbiters m 
labor-management or commercial dis- 
putes which might affect war niaterial 
production. 

x ok Ox 


Gilbert E. Stecher, state agent in New 
Jersey for the Commercial Union, is cel 
ebrating his twenty-fifth anniversary 
that field. He went to New Jersey ™ 
1917 as special agent for the northern 
part of the state and six years ago [00 
over the entire state. He was with the 
Home of New York for eighteen years 
before joining the Commercial Union. 
Mr. Stecher has long been active in fr 
prevention work and_ has contribute 
much to lowering fire loss hazards 1 
New Jersey. 
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Oldest Insurance Agent 

The paradoxical status of being dead 
though alive will be experienced Satur- 
day by General Julius Franklin Howell 
of Bristol, Va. Reason for this situa- 
tion is that Gen. Howell, who is prob- 
ably America’s oldest insurance agent, 
will on January 17 be 96 years old, the 
age at which actuarial computations 
cease and a life insurance policyholder 
is crossed off the books as theoretically 
dead. 

Although the actuarial department will 
consider him dead after Saturday, the 
agency department will be able to prove 
that he is still alive and active, inas- 
much as he is still selling casualty in- 
surance to residents of Bristol and its 
vicinity. His company is the Travelers, 
which he has been representing sinc¢ 
early in 1923. ; 

Gen. Howell is commander-in-chief 
of the United Confederate Veterans. He 
is in good health, although last Winter 
he suffered a period of illness. After 
his recovery, however, he was well 
enough to attend the American Legion 
convention at Milwaukee, to represent 
the governor of Tennessee in restoring 
to that state the flags and swords cap- 
tured during the Civil War by Michigan 
soldiers, and to attend the convention 
of the United Daughters of the Confed- 
eracy at Los Angeles, where he and Mrs. 
Howell were guests of Mary Pickford. 
Mrs. Howell, whom the General describes 
as “almost half my age,” assists him in 
the conduct of his insurance business 
and other affairs. They were married 
in 1934, 

“Many times,” says the General, “I 
have been asked the so-called secret of 
my longevity. My reply in substance 
has been: (1) I started life with a ro- 
bust father and a splendid mother. I 
mention this fact simply for its bearing 
on eugenics. (2) My father was a min- 
ister of the gospel and hence I had the 
benefit of wholesome discipline and 
Christian influence. (3) I was brought 
up on a farm, where | had the benefit 
of pure rustic air and plain substantial 
food. (4) I served three years as a 
Confederate soldier, which fact may not 
have had any influence except through 
my appreciation of the courtesies extend- 
ed by the United Daughters of the Con- 
federacy. (5) At the age of twenty-four 
I won the hand of the sweetest girl in 
all the country-side and for sixty-three 
years we shared joys and sorrows, rais- 
ing and educating a family of seven. (6) 
uring my whole life I have been rea- 
sonably temperate. (7) I have always 
tried to be optimistic, to enjoy the hu- 
morous side of life, to avoid unfair 
Criticism and to sympathize with ‘the 
forgotten man,’ (8) I have always avoid- 
ed idleness, looking forward rather than 
backward, and have always taken at 
least a moderate degree of exercise, in- 
cluding my ‘daily dozen.’ (9) During 
the past eight years I have been blessed 
with the companionship of a congenial 
second wife of middle age, who cheer- 











needs and com- 


ministers to 
(10) The greatest element con- 
ducive to my longevity is my acceptance 
of the ideals of Christianity.” 
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Only Woman Fire Adjuster 
Carolyn R. Horger of the Prentiss B. 
Reed office is the only woman fire insur- 


ance adjuster in Greater New York, She 
is also assistant secretary of the New 
York Association of Independent Insur- 


ance Adjusters. 

A graduate of Emerson High School, 
Union City, N. J., Miss Horger began her 
insurance career with a brokerage office 
in mid-town New York. Next she became 
secretary to the late Richard Lance when 
he was chief liability underwriter of 
United States Casualty. From there she 
went with Wagner & Glidden, Inc., where 
she was secretary to Prentiss B. Reed. 
She continued as his secretary when he 
left Wagner & Glidden, Inc., and opened 
an office as independent adjuster at 99 John 
Street. She began handling certain types 
of loss about a year ago. 

In London at the time of the first 
World War there were several women ad- 
justing fire insurance losses. 

President of the New York Association 
of Independent Insurance Adjusters is 
Mr, Reed. William M. Mortimer is vice- 
president and R. L. Hoercher is secretary- 
treasurer. 

.* a -e 


R. P. Meiklejohn’s 40,000 Mile Trip 

One of the most interesting letters | 
have seen recently comes from Robert 
P. Meiklejohn, son of David Meiklejohn 
of the Aetna Casualty & Surety organi- 
zation in Greater New York. Robert P. 
Meiklejohn, a twin brother of David 
Meiklejohn, Jr., who is with the Civilian 
Defense Organization, traveled 40,000 miles 
between March 10 and October 15, 1941, 
almost all by plane, and in connection with 
the office of Lease-Lend Administration. 
He made two round trips across the At- 
lantic by plane, one by southern route via 
the Azores and Lisbon and one by north- 
ern bomber route. In discussing his trips 
he said: 

“During June and July I flew from 
Kngland via West Africa to Cairo and 
the Middle East fighting area, returning 
to England by way of Gibraltar, where 
1 was hung up by weather conditions for 
three days and had an opportunity to see 
at first hand the magnificent fortification; 
the British have there. 

“T returned to the United States in early 
August by the northern bomber route and 
then in September retraced my st ps by 
plane to England and from there traveled 
in a British warship to a northern Russian 
port on our way to Moscow for the meet- 
ings of the British and American Mis- 
sions with Stalin. We were flown in to 
Moscow by Russian transport planes, with 
a fighter plane escort all the way, After 
a week in Moscow we returned to Eng- 
land by the same route, and then contin- 
ued to the United States in a navy sea- 
plane by the southern route via the 
Azores, arriving home Octcber 15. 

“Our airplane travel was largely with- 
out incident, although much of it, espe- 
cially through the Mediterranean and over 
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the Bay of Biscay, was in areas patrolled 
by Axis planes. It is interesting that we 
crossed the Atlantic twice in land planes 
and flew over a good part of the desert 
from Cairo to Alexandria in a seaplane, 
taking off from the River Nile. I have 
flown as high as nineteen thousand feet 
in the bomber to England, and for hun- 
dreds of miles over Russia at an altitude 
of three hundred feet or less. The Rus- 
sians fly at this low altitude to minimize 
the possibility of detection when in range 
of enemy fighters. 

“The real excitement was provided by 
the air raids, particularly the big ones of 
April 16 and May 10, which are said to 
have been the heaviest single raids made 
on London. io 

“The first I watched from the roof of 
the American Embassy at London, and it 
was an unforgettable spectacle. The most 
striking thing to me was the noise the 
bombs made on the way down. The larg- 
est ones came down with a low pitched 
intermittent roar very much like the sound 
a train makes when going over a bridge. 
When a number of these are coming down 
round about at the same time the effect 
on one’s nerves is stimulating. 

“Two other surprising things, to me, 
were the noise that the enemy planes made 
overhead and the complete lack of panic 
among the civilian population. So long 
as the fire fighting organization continues 
to function and the population does not 
give way to panic, the damage that even 
the most intense raid can do seems rela- 
tively small, assuming that the anti-air- 
craft and fighter planes force the enemy 
to bomb at night from high altitude. 

“T have been bombed also at Alexandria, 
Gibraltar and Moscow, but these were 
small raids and apparently very few bombs 
were dropped, 

“From a personal viewpoint the most 
interesting event in Moscow was the state 
banquet given by Stalin at the Kremlin 
for all members of the British and Amer- 
can Missions. I had the good fortune to 
attend the dinner and had the interesting 
experience of shaking hands with Stalin.” 
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Marquis James 

I understand that the 150-year-old his- 
tory of the Insurance Co. of North 
America being written by Marquis James, 
one of America’s most distinguished 
writers, will be finished sometime in the 
latter part of the year. He has engaged 
in the writing of this book with great 
enthusiasm and there is so much avail- 
able material of interest that it is a ques- 
tion of selection. The book is sure to 
be widely read, especially by students of 
history and of marine insurance. Also, 
the personality sketches of those who 
have been associated in an executive 
capacity with the company over a cen- 
tury and a half span will be striking. 

Mr. James was born in Springfield, 
Mo., a city which has given a number of 
celebrities to the nation. They include 
William Waller Hawkins, now chairman 


of Scripps- Howard Newspapers, and 
Louis Brownlow, a former newspaper 
man who traveled widely through the 
world writing factual and human interest 
material, and then became a professional 
city administrator, and who for some 
years has been prominent in civic na- 
tional affairs. 

Marquis James started his newspaper 
career in Enid, Okla. where Beatrice 
Jones lived before coming to New York 
City where she is now president of the 
Life Underwriters Association of New 
York. After extensive newspaper ex- 
perience in St. Louis, Chicago and New 
York he became a captain in the A.E.F., 
serving in France. He has twice been 
awarded the Pulitzer Prize for biograph- 
ical works. 

Among his books are his biographies 
of Sam Houston and Andrew Jackson. 
He is also known to radio audiences, and 
has written much for magazines. 
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Duncan M. Findlay 


Duncan M. Findlay, president of Find- 
lay-Noyes Co., Inc., insurance brokers, 
1) Wall Street, is a member of the syn- 
dicate which bought the seventeen story 
building at 84 William Street, corner 
Maiden Lane, from the Royal Insurance 
Co. This building was occupied by the 
Royal-Liverpool Groups before they moved 
into their new office building at 150 Wil- 
liam Street. 

The syndicate which bought 84 William 
Street consists of Mr. Findlay, Joseph 
Gilbert, Sam Wasserman and Samuel 
Leidesdorf. Mr. Leidesdorf is one of the 
best known C.P.A.’s in the city and among 
other things is accountant for the Mutual 
Life. He also owns the Pershing Square 
Building in Forty-second Street. Mr. 
Wasserman is a lawyer who specializes 
in clients in the pulp and paper business 
and printing establishments. Mr. Gilbert 
is a real estate owner, manager and build- 
er. This syndicate recently bought the 
building at 145 East Thirty-second Street 
and owns several properties in the down- 
town section. 

Duncan M. Findlay is a graduate of 
Park College, Mo., and Harvard School 
of Business Administration. After leav- 
ing school and going to Europe on a cat- 
tle ship for the travel and the experience 
he went to work as an agent for the 
Aetna Life when it was at 100 William 
Street. He started out on cold canvass 
in the Wall Street district, but he found 
that going a little difficult. He then trans- 
ferred his activities to the water front 
and solicited insurance in tobacco houses 
in Water and Front Streets. ‘He attracted 
attention of the late John A. Eckert, who 
asked him to manage a life insurance de- 
partment he started in his brokerage of- 
fice. Some time thereafter Charles F. 
Noyes Co., the city’s leading real estate 
outfit, decided to start an insurance brok- 
erage affiliate, which is now Findlay- 
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Camden Elects Makin 
Secretary-Treasurer 


WAS ASSISTANT SECRETARY 
Has Served the Camden Since 1908; Is 
Now in Charge of Accounting 


and Statistical Work 





Charles W. Makin, assistant secre- 
tary of the Camden Fire since 1928, has 
been elected secretary-treasurer by the 
board of directors. Mr. Makin succeeds 


CHARLES W. MAKIN 


the late Elwood S. Thompson who died 
on December 13 last. 

Mr. Makin was born in Camden April 
10, 1893. He attended the Camden pub- 
lic schools and later took special courses 
of the La Salle Extension University 
and the accounting branch of the Alex- 
ander Hamilton Institute. 

Starting with Camden Fire in 1908 as 
an office boy he later rose through the 
underwriting department to the position 
of assistant examiner but in 1915 was 
transferred to the accounting depart- 
ment, “yey promoted to auditor in 1926. 
In 1928 he was elected assistant secre- 
tary and placed in charge of the ac- 
counting and statistical work. 

Mr. Makin married Elma Tanier in 
1916. They have two children, Charles 
W., Jr., now a student at Moorestown 
high school, and Mary Jane, an under- 
graduate at the New Jersey College for 
Women. 


Expect Large Attendance at 
Blue Goose Dinner Tonight 


A large number of reservations has 
been received for the dinner-meeting to- 
night at the Drug & Chemical Club, 
85 John Street, of the New York City 
Pond of the Blue Goose. Highlights of 
the meeting will be talks by Most Loyal 
Grand Gander C. J. Malcolm of Toronto, 
and Dr. B. A. Liu of China, the latter 
speaking on “From Mukden to Pearl 
Harbor.” There will be a business meet- 
ing of the pond at 5:30 o’clock, followed 
by the dinner at 6:30 and the speaking 
program afterwards. Tickets are priced 
at $3 each. Dr. Liu, former president of 
the China Training Institute near Nan- 
king, is at present research associate of 
the China Institute in America. He has 
lectured widely in this country and in 
Europe. 














CCC ELIMINATES INSURANCE 





New Contract Requires No Coverage on 
Government Owned or Acquired 
Commodity 
contracts between the Com- 
Credit Corporation and cotton 
effective 
the 
insurance of Government owned or ac- 


New 
modity 
warehousemen 
February 1 make no 


which become 


provision for 


quired cotton. The new contract is said 
to take out of the insurance market pre- 
miums on more than one-third of all 
free and Government owned cotton 
stocks outside of mills. 

This situation was anticipated in view 
of the recent action of the CCC in 
eliminating insurance on its corn loan 
program. The National Association of 
Insurance Agents, which had negotiated 
with the CCC in its original program 
under which both commodities were re- 
quired to be insured, made an attempt 
to secure a compromise with the CCC 
on its determination to abandon insur- 
ance on corn, but were unsuccessful. 

The new cotton contract makes the 
Government a self-insurer on the cotton 
it owns or acquires and strikes a heavy 
blow at agents in the Southern states 
who have been writing the coverage. 


WRITING LAND WAR RISKS 

The John C. Weghorn Agency, Inc., 
of New York City is writing limited 
lines of war and bombardment insurance 
for the General of Seattle. The agency 
is taking acceptable classes for a sixty- 
day non-cancellable term and private 
dwellings or contents on a one-year non- 
cancellable basis. 

Rates are dependent upon. location of 
risks for non-dwelling covers. On dwell- 
ings located within 200 miles of the sea- 
coast in the East, South and West the 
rates are 75 cents for 50% coinsurance, 
60 cents for 75% coinsurance and 50 
cents for 100% coinsurance. 


Move to Raise War Risk 


Fund to $1,000,000,000 
A bill to create a $1,000,000,000 fund 


for a war insurance corporation to be 
set up by the RFC to handle land war 
risk damage has been introduced in 
Congress by Senator Wagner of New 
York. 

It was explained by Senator Wag- 
ner’s office that the War Insurance 
Corporation will not handle insurance 
in the general sense of the word, for 
there will be no premiums collected 
or policies offered. The $1,000,000,000 
is for the purpose of guaranteeing 
that any person will be recompensed 
for damages done to his property by 
enemy action. The War Insurance 
Corporation was established about a 
month ago, but has not been per- 
mitted to function because it had no 
charter and there was no method of 
financing it, it was added. 











Chicago Board Moves to 
Divorce Itself from Rating 


Directors of the Chicago Board of 
Underwriters voted this week to divorce 
the board from rating activity and con- 
tinue the board as a trade association. 
Action of the directors will come before 


a full meeting of the board on Janu- 
aty 22. 

In addition to separating the rating 
and engineering functions from the 


board’s set-up other proposals are: 


1, Expansion of the department of investi- 
gation and, after March 1, strict enforcement 
of all brokerage and sub-producers’ commis- 
sions and all forms of rules and practices. 

2. Reducing the number of supervising agen- 
cies of any company to three, as against four 
at present. 

3. Revision of the classification of producers 
to three, to be known as “supervising agents,” 
“suburban agents” and “brokers.” 

4. Suburban agents and brokers will elect 
committees whose chairmen will be permitted 
to attend board directors’ meeting and express 
their views on matters under discussion, but who 
will have no voting voice. 


5. Agent members are required to have a 
sole agency of a company or three companies, 
and all members of a fleet to count as one 


company. 

6. Applicants for supervising agent member- 
ship must have at least 80% of their business 
coming from brokers or suburban agents. 

7. Dues for supervising agents are increased 
from $50 to $100 a year and those for suburban 
agents and brokers remain at $10 a year. 





Capital 


STANDARD UNSURANCE COMPANY 
F NEW YORK 


Pret: June 30th, 1941 


sie $1,500,000.00 








Premium Reserve 
Other Liabilities 


3,590,000.00 
542,705.45 








Surplus to Policyholders 
*Total Assets 


4,203,943.29 
8,336,648.74 





On the basis of December 31, 
and stocks owned, 


A. J. Couch, Vice-President 


Capital 


*New York Insurance Department Valuation Basis. 
Securities carried at $245,465.99 in the above statement are deposited 


1940 Market Quotations for all bonds 
this Company's total Admitted Assets would be 
$8,451,263.86 and the Surplus to Policyholders $4,318,558.41. 


Geo. Z. Day, President 


in various States as required by law 





“TWO STANDARDS” OF THE AETNA FIRE GROUP 


An unusual combination of financial strength. 
Community of interests and practical cooperation with agents. 


STANDARD SURETY «& CRSUALTY CO. 
OF NEW YO 
Statement June rg - 





S. C. Kline, Secretary 


$1,000,000.00 





Premium Reserve 


Claims and Claim Expense Reserve 


1,965,364.57 
1,596,837.84 





Other Liabilities 


311,400.93 





Surplus to Policyholders 


2,251,326.08 





*Total Assets 





On the basis of June 30, 
tocks owned the Total 


Geo. Z. Day, President 





*New York Insurance Department Valuation Basis. 

1941 market quotations for all Bonds and 
Admitted Assets would be 
3 252,182.52 and Surplus to Policyholders would be $2,378,579.1 


New York Offices: 80 John St. 


Insurance Exchange, Chicago 
A. J. Couch, Resident Vice-President 


6,124,929.42 
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Fred J. Theen, Asst. Secrétary 








Re-elected President of 
N. Y. City Local Agents 


ITH 


J. Smith, president of Zweig, Smith 


A. J. SM 


& Co., was this week again re-elected 
president of the Association of Local 
Agents of the City of New York, Ine, 


Other officers re-elected were Vice-Pres- 
ident Charles Bellinver and Secretary- 
Treasurer E. Stanley Jarvis. The fol- 
lowing committees were appointed: 


Executive—Elmer J. Hopper, George 
Fk. Kern, Gustave R. Michelsen, Robert 
*. Wright, Edgar V. Treacy. 

Membership—Edward I. White, Clar- 
ence H. Fuss, Edward Maeser, Davd 
McFalls, Clarence Kk. Whitehill. 
Public Relations—Henry E. Frost, John 
S. Lynch, Edwin Sohmer, D. J. Me- 
Auliffe, John FE. Peace. 


Contemplated changes in methods of 
underwriting in the fire and casualty 
field were viewed seriously in a discus- 
sion of local agency problems. 

EXCHANGE ADOPTS CHANGES 
Moves to Curtail ckinenmiiin Rior- 

dan Elected Chairman of Execu- 

tive Committee 

The New York Fire Insurance Ex- 
change, after more than two years’ ef- 
forts, on Wednesday adopted changes in 
its agreement to exclude for the purposes 
of calculation of commission rates busi- 
ness sent to agencies by companies and 
which was not received by the agencies 
from brokers. This change, which was 
approved after much discussion, does not 
apply to writing offices existing before 
December 3. For new broker-agencies 
the company-sent business will be out of 
consideration as far as determining the 
classification of any agency is concerned, 
Other changes in the agreement made 
for purposes of clarification deal with 
what writing offices must do. 

Owing to the retirement of John W. 
Nichols from insurance he resigned as 
chairman of the executive committee and 
was succeeded by W. A. Riordan of the 
Automobile with A. J. Smith as_vice- 


chairman. By a rising vote the exchange 
expressed its high regard for Mr. 
Nichols. 


Rating changes were made as follows: 

(a) Errors and omissions—mortgagee’s 
revised form and rates were adopted 
which in effect reduce the rate and pre- 
mium on insurance in excess of $1, 
000 and provide minimum premiums pet 
policy per annum. 

(b) Fall of building clause waiver was 
extended to business interruption, rents, 
rental value, extra expense, leasehold and 
profits and commissions insurance with- 
out charge, and clouse nrovided therefor. 





NO LINES ON NORNESS | 
The American cargo war risk rein- 
surance exchange did not have any lines 
on the tanker Norness torpedoed 0 
Long Island Wednesday. 
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Problems of Interstate Business 


By Vincent L. Gallagher 
Assistant U. S. Manager, Pearl Assurance 


Vincent L. Gallagher, assistant United States manager of the Pearl Assurance and 


vice- 


that @ 
problems 
easter, h é 


president and director of the Eureka-Security and Monarch Fire, me 
of the best posted men in fire insurance on problems of interstate business. In the belief 
recognition of factual problems of fire insurance and some attempt to meet these 
practically will make the task of enforcement of rules and policy conditions 
has prepared the following article which states several present problems, to- 


has long been one 


gether with remedies that might be applied. Mr. Gallagher has been associated with the 
Pearl-American Fleet since 1935 and before that was for years an officer of fire com- 


par 


Problem No. 1: Since many states have 
required by law that a set standard form 
of fire insurance policy be used to in- 
sure all property located in the state 
and these forms differ from state to 
state, any one policy insuring property 
located in two such states ipso facto be- 
comes illegal in one or the other. 

Suggested Remedy: Since such stand- 
ard policies must have been legislated 
to protect the public and since, being in 
the statute, their terms may always be 
reviewed by a citizen, would not a clause 
something like this one accomplish the 
purpose of such laws and be considered 
by authorities as a compliance there- 
with: ; 

“If this policy be more restricted in 
its wording than that of the standard 
policy required by law in any state in 
which property insured hereunder is 
located, then the terms of such statutory 
policy shall govern. Upon request, the 
company will furnish the assured with a 
copy of such statutory policy form.” 

As an alternative the old general cover 
contract might be revived. It was only 
an undertaking by the company to sup- 
ply local policies and to keep the assured 
covered in the interim. It was unsatis- 
factory and clumsy, most difficult to sell 
and should be allowed to rest in peace. 


Compliance with Resident Agency Laws 


Problem No. 2: All states now provide 
by statute that any policy of fire insur- 
ance covering property in the state shall 
be signed by a licensed resident thereof. 
It is doubtful if resident agent laws as 
applied to interstate business i.e. policies 
which insure property in two or more 
states, accomplish as much good as they 
do harm to the public, or the agents. 
Certainly they do not duplicate the great 
protection to local agents that their ap- 
plication to single state business has 
provided. It would probably be politic- 
ally impractical to secure modification of 
these statutes to exempt interstate risks, 
although such would be the most satis- 
factory remedy. One method is sug- 
gested which may be considered at least 
a technical compliance with such laws, 
namely, 

Remedy: Rulings by all commissioners 
that they will consider a “countersigning 
endorsement” as equivalent to an actual 
countersignature, if the local signing 
agent is provided with a copy of the 
copy of the actual insuring form on the 
Master policy,—the rates, locations, 
amounts of insurance and premiums ap- 
plying to property in his state and the 
countersigning agent is paid a commis- 
son as agreed upon or where law pro- 
vides the legal rate, such endorsements 
to be attached to the company’s copy 
of the policy. This should safeguard the 
state’s record of premium transactions 
lor taxation and other purposes. 


Taxation 
_ Problem No. 3: Allocation of premium 
‘or premium tax purposes has presented 
4 serious problem to enforcement of- 
cials and no lesser one to companies. 
Most state tax laws require payment of 
a percentage of “premiums written” or 
Premiums collected.” Where an inter- 


ties in the America Fore Group. His thoughts on six problems follow herewith: 


state so-called floater policy is written 
at a sngle rate covering property in 
various states, the determination of just 
what premium is “written” or “collected” 
in each state becomes a matter of mo- 
ment. No uniform rule has been sup- 
plied to companies and opinicns as to 
proper methods vary from state to state 
and from company to company. In gen- 
eral companies are anxious to pay their 
taxes to the proper authorities and lack 
of a uniform approved method seems to 
be the greatest obstacle. 

Remedy: If the National Assoc‘ation 
of Insurance Commissioners will promul- 
gate some uniform rule and each State 
Department will rule that to follow it 
will be considered compliance, this dif- 
ficulty may be overcome. In general 
there are two methods in use— 

(a) Division of the master policy pre- 
mium between the states in proport‘on 
to the value in each (the readjusted 
value in the case of reporting policies), 
and 

(b) Division of the premium between 
states in proportion to the local tariff 
rate multiplied by local values. 

If the master policy is written at a 
deviation from the average published 
tariff, the tariff premium in each state 
for taxation purposes will be deviated 
by the same percentage. While the 
writer holds no brief for either method 
and doubts that companies are particu- 
larly concerned with which method is 
decided to be correct, he inclines to the 
second method as being the more equi- 
table. Companies are, however, anxious 
to know what method they may apply 
universally without running afoul of 
State Departments., A ruling for either 


method would not seem to conflict with 
the typical statute. 
Rates and Rating Laws 

Problem No. 4: At least a majority of 
the states have legislated against un- 
fair discrimination in rates applying to 
risks of the same relative hazard. To 
comply with such a law is not difficult, 
nor objected to even in the writing of 
interstate business. Many legislators 
and some officials, however, have arbi- 
trarily defined unfair discrimination as 
the process of writing at rates different 
from those published by some rat ng 
bureau to which the companies are com- 
pelled to belong. That published tar ff 
rates are often grossly, if not intention- 
ally, unfair and discriminatory is by no 
means a secret. 

Strangely enough the rating problem 
has not been the greatest stumbling 
block encountered by underwriters of 
interstate business, whether they chose 
to operate as members of associations 
or on their own. Rating methods which 
have been rarely questioned over a 
period of fifteen years are in use and do 
solve with reasonable satisfaction the 
problem presented by the interstate 
assured who wants his insurance at a 
fair price. Whether these methods com- 
ply with the technicalities of a score of 
anti-discriminatory rate filing, or rating 
bureau laws is questionable. Practical 
and satisfactory they are, however, and 
have not led to disastrous rate wars 
such as those which precipitated the 
original anti-discriminatory laws. 

Remedy: First, insurance departments 
in states which have laws merely against 
unfair discrimination should not attempt 
to usurp the disciplinary powers of 
rating bureaus on their members by 
assuming that such laws mean “rates 
must be such as are published by the 
rating bureau.” It can be conceived that 
a company might violate the law by re- 
fusing to deviate from an unfair pub- 
lished rate. 

Second, rating bureaus should be re- 
quired by their member companies to 


introduce factors into their schedules 
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which will permit credits in rate for the 
favorable factors inherent in centralized 
management and in, | may add, de- 
creased cost of selling the policy. Such 
factors can and must be more flexible 
than the iron clad debits and credits to 
which the bureaus are now prone to 
adhere. To do this will not introduce, 
but will remove unfair discrimination. 

If the published rates for all the local 
parts of a centrally managed low cost 
interstate risk can be lower than the 
rate for the same risk when not a part 
of such an efficient organization, the sum 
of the local rates will add up to a pre- 
mium which will be fair and non-dis- 
criminatory for the whole. 


Coverage Forms 


Problem No. 5: Since the coverage 
granted by the insuring form attached 
to the policy is often no less important 
than the rate charged, rating bureaus 
customarily promulgate rigid rules as to 
wording of clauses, classes and interests 
that may be covered and other similar 
features. Since these rules differ great- 
ly from state to state and since in many 
states membership in the bureau is com- 
pulsory on companies the companies can- 
not write any policy covering in two or 
more states where filed coverage forms 
vary without running afoul of the law. 

A few forms, restricted mostly to 
stocks of merchandise but not including 
buildings, use and occupancy, rents, etc., 
have been filed uniformly in all states. 
In addition most rating bureaus have 
little or no elasticity in their rules to 
permit a laree corporation which may 
have its own ideas about wording or 
deductibles or hazards to be included in 
a single policy to agree with under- 
writers on an acceptable contract of in- 
demnity. 

Proposed Remedy: The filing of uni- 
form contents forms demonstrates the 
feasibility of filing uniform forms for 
other coverages. Furthermore there 
seems little hindrance to the introduc- 
tion of greater flexibility in permitted 
wordings, permitted hazards, credits for 
deductibles and policy term (length of 
time). It would seem that this problem 
could be solved by the companies on 
their own when they are willing as a 
whole to view the problem as one need- 


(Continued on Page 24) 
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National Figures Congratulate 
North America on Anniversary 


John W. Diemand, president, Insur- 
ance Co. of North America, the first 
capital stock fire and marine insurance 
company to be organized in the United 
States, is recipient of congratulatory 
messages from many national figures as 
the company enters its 150th anniver- 
sary year. It was founded in Independ- 
ence Hall, Philadelphia, in 1792. 

Among those from whom such mess- 
ages have been received are Governor 
Arthur E. James of Pennsylvania and 
Robert P. Barbour, United States man- 
ager, Northern Assurance Co., and pres- 
ident, National Board of Fire Under- 
writers. From Claude W.. Fairchild, 
general manager, Association of Casual- 
ty & Surety Executives, comes another 
message to Mr. Diemand as _ president 
of the company’s casualty running-mate, 


the Indemnity Insurance Co. of North 
Amer ca. 
Governor James’ Message 
Governor James wrote to Mr. Die- 


mand: 

“Permit me to take this means of add- 
ing my congratulations to the many 
which I know are being received by the 
Insurance Co. of North America on the 
celebration of its 150th anniversarv. 

“The records indicate that this Phila- 
delphia company was founded in Inde- 


pendence Hall in 1792 and has_ been 
growing greatly since that time. The 
company has progressed in step’ with 


the state and nation. 

“T feel sure that this anniversary will 
be but another milestone on the long 
road to success which stretches into the 
future.” 

Letter From Barbour 

The letter from Mr. Barbour follows: 

“Congratulations and best wishes to 
the Insurance Co. of North America and 


to its highly respected officials on its 
150th birthday. It speaks volumes for 
the men who had the vision to found a 
cap‘tal stock insurance company in those 
early days when the United States of 
America was establishing itself among 
the nations of the world. It is a dis- 
tinguished thing to be the first corpora- 
tion formed in this country to offer th 
kind of fire insurance now known as 
standard protection and to have borne 
through all the years a fine and unsul- 
lied reputation. 

“We congratulate you on the share of 
your company in the fine record of »ri- 
vate insurance enterprise which has con- 
tributed so much'to the public welfare 
during conflagrations, hurricanes, panics 
and war emergencies, as well as to the 
routine of daily affairs, and has given 
to the institution of insurance so. per- 
manent and intimate a place in the econ- 
omy of national life.” 

Fairchild Sends Congratulations 

Mr. Fairchild’s letter to Mr. Diemand 
read: 

“On behalf of the Association of Cas- 
ualty & Surety Executives, its staff and 
the sixty-one leading capital stock cas 
ualty and surety companies comprising 
its members, it is my very great pleas- 
ure to extend to the Indemnity Insur- 
ance Co. of North America and to you 
personally cordial congratulations as you 
enter your 150th anniversary year. 

“Tt is a real achievement for any or- 
ganization to say that, literally, it is as 


old as our nation. Yet, though you 
may take just pride in your age, you 
may rightly boast, too, that in your 


business activities you are as young as 
our modern times. 

“All best wishes for another centurv 
and a half of usefulness to the public.” 





Canadian Lawsuit Over 
Similarity of Names 


Similarity of insurance company names 
has resulted in a lawsuit in Canada. In 
the chancery court in St. John the 
Anglo-Canadian Fire Agencies, Ltd., has 
applied for an injunction to restrain 
Anglo-Canadian Underwriters, Ltd., from 
doing insurance business other than life 
in the province of New Brunswick under 
the prevailing title, according to reports 
from that city. Headquarters for the 
plaintiff company is at St. John, with 
defendant headquarters in Toronto. Con- 
fusion has been created, the plaintiff 
claims, and will be continued by the 
similarity of names, thereby causing 
damage to the plaintiff. 

The plaintiff company at a court hear- 
ing pointed out it was organized and 
incorporated in 1918, and has since sold 
fire insurance in New Brunswick. It 
further claimed the defendant company 
was incorporated in Ontario in Decem- 
ber, 1940, and that not until November, 
1941, did it do business in the province 
under its present name. At that time, 
an office was established in St. John. 
The plaintiff further claims the defend- 
ant carries insurance for Lloyd’s of Lon- 
don, and is able to handle any type of 
business in which the _ plaintiff is 
engaged. 


STATE AGENT FOR SECURITY 

The Security Group of New Haven 
announces the appointment of Harold 
C. Watson, as state agent in Wiscon- 
sin for the Security, East and West, and 
Connecticut Indemnity. Mr. Watson has 
been agency secretary of the Dearborn 
National Companies in Detroit since 
May, 1940. He is returning to Wiscon- 
sin where he began his insurance work 
with the Travelers, first as casualty field 
assistant, and subsequently as assistant 
manager of the Milwaukee office. Later 
he was state agent for the Globe & Rut- 
gers in Wisconsin, Minnesota and the 
Michigan upper peninsula. 


AIDING IN DEFENSE WORK 

Minnesota insurance men are doing 
their part in the national defense pro- 
gram. J. Vick Merrill, of the Clapp- 
Thomssen-Merrill agency, St. Paul, has 
been appointed chairman of the civilian 
defense committee of the Minnesota As- 
sociation of Insurance Agents which has 
offered its services to the state and 
Federal government. 

The insurance exchange of St. 
recently voted to invest $4,000 in de- 
fense bonds as a contribution to the 
cause. Thomas G. Linnell, general agent 
at Minneapolis, is chairman of the state 
defense fire prevention committee. 


Paul 





POWERS HEADS BOSTON BOARD 
Elected to a Towle 
Elected Vice-President; Davis 
Secretary-Treasurer 


Charles L. Powers, Boston manager 
of the Travelers Fire, was elected pres- 
the Board of Fire Un- 
derwriters at the annual meeting on 
Tuesday. He succeeds Robert A. Sul- 
livan of Hinckley & Woods. Franklin 
T. Towle of Fairfield & Ellis was elected 
vice-president and James Davis contin- 
ues as secretary-treasurer. John S. 
Caldwell was reelected enforcing officer. 

Arthur J. Anderson of OBrion, Rus- 
sell & Co.; Arthur K. Pove of Cyrus 
Brewer & Co., and Harold C. Read of 
Jordan, Read & Co. were reelected to 
the executive committee. Other execu- 
tive committee elections are John G. 
Cornish of Field & Cowles, Benjamin 
W. Pepper of Dewick & Flanders, Wal- 


ident of Boston 


ter B. Hatfield of Rogers & Hatfield 
and Franklin J. Connors of Kaler, Car- 
ney, Liffler & Co. 

Robert A. Sullivan, who retires from 
the presidency after a servce of four 
terms in that post, is elected to serve 


for two years on the Boston Board ad- 
visory committee concurrently with the 
rates, rules and appeals committee of 
the board of governors of the New Ene- 
land Fire Insurance Rating Association 
for the Boston division. Arthur J. An- 
derson is also named for a_ two-year 
term on that advisory committee. 
Converse Hill of Elmer A. Tord & 
Co. and John T. Trefry of John T. Tre- 
fry & Co. were elected for eighteen 
months terms on the hind-book com- 
mittee, and Philip Richenburg for a six 
months term on that committee. 





Watson Draws Attention to 
War Risk Exclusion Clauses 


Leon A. Watson, expert of the New 
Jersey Schedule Rating Office, has urged 
all agents in the state to read lines 31 
and 32 of the New Jersey standard fire 
policy, which are as follows: 

“This company shall not be liable for 
loss caused directly or indirectly by in- 
vasion, insurrection, riot, civil war or 
commotion or by order of any civil au- 
thority.” He calls attention also to the 
war risk exclusion clause in the various 
supplemental contracts. 





NATIONAL UNION BONUS 


The National Union Fire again paid 
a Christmas bonus to its hundreds of 
employes. The checks were presented 
by President J. M. Thomas and Assist- 
ant Treasurer W. A. Strouss before the 
annual Christmas party of the company. 
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Discusses Civil Liberties 


On Big Radio Program 





A. BRUCE BIELASKI 


A. Bruce Bielaski, in charge of the 
arson bureau of the National Board of 
Fire Underwriters and head of the 
F.B.I. during the last World War, spoke 
on the preservation of civil liberties 
during wartime over the radio on Sun- 
day afternoon. He was one of three 
speakers on the “Wake Up America” 
program of the National Broadcasting 
Co. After his prepared talk Mr. Bielaski 
and the others answered questions sub- 
mitted by the audience at the studio 
and by telegram from radio ‘listeners. 

Mr. Bielaski upheld the constitutional 
right of speech, freedom of religion and 
other privileges in wartime and said that 
the government should not act to sup- 
press discussion. On the other hand the 
government has a right to control prop- 
aganda of any form which is obviously 
being used to injure war efforts, he con- 
tended. He declared that the country 
will find civil liberties growing in the 
years to come if now the people will 
put service to the government ahead of 
academic insistence on maintenance on 
all personal privileges and rights. 


Fall River Fire Caused 
By Spontaneous Ignition 


Tests conducted by Underwriters’ Lab- 
oratories show that the Fall River rub- 
ber fire of last October was caused by 
spontaneous combustion of rubber ma- 
terial being dried in one of the ovens 
of the Firestone Rubber & Latex Co, 
according to Fire Marshal S. C. Garrity. 
The material being dried was a rubber 
product used in the manufacture of rub- 
ber cushions. 








Porter President of 
New England Exchange 


Felix F. Porter has been elected pres!- 
dent of the New England Insurance Ex- 
change. He is Massachusetts _ state 
agent for the Phoenix of Hartford. 
Clarence J. Stalliday, special agent for 
the American of Newark, is named for 
vice-president. For members of the ex- 
ecutive committee for two years the fol- 
lowing were elected: Kenneth F. Akers, 
special agent of the National Fire; Clif- 
ton R. Johnson, special agent of the 
Hartford Fire, and Carl W. Noren, state 
agent of the National Liberty. The at- 
nual meeting was held last Saturday 
Boston. 
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“SELL PROTECTION —NOT POLICIES” 





This Is A Man This Is His Home 


Suppose his home was destroyed by fire, windstorm or explosion. 


Oh! His insurance would replace that! 

Then he couldn’t lose his home ? 

Oh yes he could, if someone was injured on his property. 
How? 


A judgment might be obtained against him which could cost him 
his home and savings as well —— unless he carries Residence 
Liability Insurance. 


Does he carry Residence Liability Insurance ? 
I don’t know. Let’s ask his insurance man. 
Does he? 


THE AMERICA FORE INSURANCE AND INDEMNITY GROUP 


BERNARD M. CULVER, President FRANK A. CHRISTENSEN, Vice-President 
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‘AERO UNDERWRITERS MOVING 


New Offices at 111 debe Street, on and 
After January 19; Eastern Branch 
Office Segregated 
Underwriters is mov- 
New York City, 
John Street 


\ero Insurance 


ing from 59 John Street, 


to larger quarters at 111 


and will be open for business at the 
new locat‘on on Monday, January 19. 
At the une time operations of the East- 
ern branch office, which handles all risks 
emanating from the Eastern states, will 
he segregated from those of the home 

ice. Though located on the same floor 


as the home office the branch will oper- 
separate unit under the direc- 
Charles A. Sanford. Aero also 

tains branch and service offices in 
Chicago, Kansas City, Los Angeles, At- 
lanta, Boston, Dallas, San Francisco and 


ile aS a 
nm ot 


Montreal, all of these offices being in 
direct contact with the home office by 
letype. 
The move to 111 John Street comes in 


he year of the organization’s twentieth 
nniversary. In 1922, when under the 
name of Barber & Baldwin, Inc., the 
predece Aero commenced writing 
aviation coverage there were few planes 
to insure and few who could afford the 
premium charged. In 1928 other insur- 
ance groups entered the field and the 
formation of the Board of Aviation Un- 
derwriters in 1932 at the instigation of 
the Insurance Department of New York 
helped to standardize rates and cover- 
ages. In all these developments Aero 
Insurance Underwriters played a leading 
part and by providing, in addition to 
insurance coverage, an inspection service 


ssors of 


with each aircraft they insured, much 
was done in the direction of reducing 
rates by first reducing accidents. 

Companies comprising the Aero In- 
surance Underwriters group are as fol- 
lows: 

Fire companies — Great American 
Group, North British & Mercantile 


Group, Phoenix Assurance Group, Royal- 
Liverpool Group, Northern Assurance 
Group. 
Casualty 
nity, Globe 
Indemnity, 
dent, 
nity. 


companies — Eagle Indem- 
Indemnity, Great American 
London Guarantee & Acci- 
Phoenix Indemnity, Royal Indem- 


Expect 200 Turnout at Legion 
Dinner Honoring Jim Irving 


Nearly 200 members of Insurance Post 
1081, New York, will 
pay Junior Past Commander 


American Legion, 
tribute to 
Jim Irving at a dinner to be held Janu- 
ary 20, next Tuesday, at Park Central 
Hotel. Mr. Irving has just completed 
his term as commander of the post and 
the turnout will be in appreciation for 
his work and effort. He is also an air 
raid observer on the Empire State B uild- 
ing, all of which is in addition to his in- 


surance brokerage job in the Bronx. 
Gene al erect of the dinner is 
Larry ‘si of Frenkel & Co.; ticket 
chairman is Herman A. Treiss, Great 
\merican ; arrangéments, E. R. Ehrmann- 


traut, American Surety, and entertain- 
hich will consist of a nine-act 
floor show, is in charge of Jim Russell, 
Whitehi gency. All are past com- 
manders of the post. Tickets for the 
affair are $2.50 per person. 





mer 














HEADS ALAN H. BONITO & CO. 
George W. Kuchler Elected President of 
Well Known Underwriting Office; 
Has Fine Background 

George W. Kuchler, for many years 
experienced in the inland marine under- 
writing field, has been elected president 
of Alan H. Bonito & Co., Inc., 80 John 


GEORGE W. KUCHLER 


Street, inland marine, fire and casualty 
underwriters. 

For over twenty years Mr. Kuchler 
was connected with Chubb & Son in 


York, eight years of this period 
being devoted entirely to underwriting 
inland marine business. On November 
15, 1937, he joined Jones & Whitlock, 
old established inland marine agency, 
and was with that office over four years. 
Mr. Kuchler is well known to brokers 
in New York and agents throughout 
the country and is an underwriter of 
sound judgment. 


New 





N. J. WOMEN’S PARTY FEB. 6 

The Insurance Women of New Jersey 
will hold their annual supper-dance at 
the Essex House in Newark on Friday, 
February 6. Ways and Means Chair- 
man Thelma Fleming reports a good 
advance sale of tickets. 

The Burlington, N. J., 
tion of Insurance Agents held its annual 
banquet last night at the Community 
House in Moorestown. 


County Associa- 
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HICKEY NAMED IN ST. LOUIS 





Slated to Succeed O’Toole as Board 
President; Other Nomi- 
nations Made 
K. Myron Hickey, vice-president, Mer- 
cantile Insurance Agency, is slated for 
election as president of the Insurance 
Board of St. Louis at the annual meet- 
ing January 20. He will succeed John 
J. O’Toole, secretary, F. D, Hirschberg 
& Co., who is completing his third term 

as president. 

The nominating committee also has 
brought in the names of J. G. Weld, 
president, Charles’: L. Crane Agency Co., 
for vice-president, Robert J. O'Brien for 
secretary and Oden L. Prowell for 
treasurer. 

Nominated for class one members of 
the executive committee are L. E. Bright, 
Mr. O’Toole, Arthur E. Weissenborn, 
and Frank O. Watts, Jr. 

The associat‘on will vote on a pro- 
posed by-law amendment under which 
the section which now provides for 
registration of all brokers “who may be 
employed” by members, to read, “to 
whom commissions are paid” by mem- 
bers. 


Supt. Pink to Address 


Independent Brokers’ Dinner 

Peter A. 
ent Brokers 
chairman of the 





Locks, president, Independ- 
Association of Brooklyn, as 
dinner committee for 
the sixteenth annual dinner of the or- 
ganization, to be held at L’vingston 
Manor, Brooklyn, on January 27, an- 
nounces that Superintendent of Insur- 
ance Louis H. Pink will be guest 
speaker. 

On the dinner committee with Mr. 
Locke are Vice-Chairman Samsin Falk 
and Leo Feldman; A. J. Fryburg, treas- 
urer, and Philip Allen, secretary. 

Mr. Locke says that for the first time 
in this association’s h’story a woman, 
Dora Friedman, heads the list of five 
vice-presidents. 





N. J. Agents Will Meet 
March 19 in Newark 


The New Jersey Association of Insur- 
ance Agents will hold its mid-year meet- 
ing at the Essex House in Newark on 
Thursday, March 19. Convention attend- 
ance will be limited to members and 
their agent .guests. Present plans call 
for bus'ness, group and convention Ses- 
sions throughout the day with a ban- 
quet in the evening. Herbert L. Brooks, 
national councillor, is local chairman of 
the convention arrangements. 


ROSS MATHEWS DIES 
Ross Mathews, long active in insur- 
ance, real estate and banking in Jersey 
City and one-time member of the New 





Jersey Real Estate Commission, died 
January 2 in Orange Memorial Hos- 
pital. He was 54 years old and presi- 


dent of Frank J. Mathews Co. of Jersey 
City and also of the Fifth Ward Savings 
Bank. 


FULLER DIES AT LOUISVILLE 

Frank A. Fuller, 79, a member of the 
Louisville agency of Fuller & Bullock, 
died recently of a heart ailment. The 
firm is general agent for the Fidelity 
& Casualty Co. 
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Giberson Hooks Season’s 
First Tarpon in Florida 





Dudley F. Giberson and Louis B. Stuart 
standing with the tarpon. 


Dudley T°. Giberson, president, Giber- 
son Insurance Agency, Alton, Ill., caught 


the first tarpon of the season in Florida 
waters, as the picture above indicates. 
He and Mrs. Giberson spent part of 
their vacation at the Keewaydin Club 
near Naples, Fla., and went out for tar- 
pon on New Year’s Day. Included i 
the party were Louis B. Stuart, treas- 
urer, Ralston-Purina Co. of St. Louis, 
and Mrs. Stuart. 

It took Mr. Giberson twenty-five min- 
utes to make the catch of the fish which 
weighed from 90 to 100 pounds. Natural- 
ly, he found the experience “one of the 
thrills of a lifetime.” En route home, 
the Gibersons stopped at Tryon, N. C, 
to visit Mrs. Giberson’s father for a 
few days. 


H. P. North Will Conduct 
Virginia Clinic January 22 
H. Pierce North, assistant director of 
the Business Development Office, will 
conduct an insurance clinic at a regional 
meeting of the Virginia Association of 
Insurance Agents to be held at the John 





Marshall Hotel in Richmond, January 
22. In the clinic, an agency will be dis- 
sected, so to speak, to see how it clicks. 


Mr. North will be assisted by Reginald 
Price, president of the North Carolina 
Association, and by S. G. Otstot, man- 
ager of that association. Talks will be 
made by J. Bruce Crater, of Charlotte, 
N. C, and Landon Hill of Raleigh, 
prominent insurancewise in that state. 
The Virginia legislative program will be 
outlined by James R. Ayres, Jr., chair- 
man of the legislative committee of the 
Virginia Association. An attendance of 
more than 200 is expected according to 
Samuel Bigelow, manager of the Vir- 
ginia Association, who arranged details 
of the meeting. 





MASS. PRODUCERS MEET TODAY 


The Associated Insurance Agents & 

3rokers, Inc., of Massachusetts, will 
meet at 1:30 p. m. today in the rooms 
of the Boston Board of Fire Underwrit- 
ers. Reports from President Harvey R. 
Preston of Springfield and General 
Manager Edmund S. Oppenheimer will 
be presented and election of officers held. 





AGENCY’S 50TH ANNIVERSARY 


The agency of Birtwhistle & Living- 
ston of Englewood, N. J., is celebrating 
its fiftieth anniversary this year. Alan 
V. Livingston, past-president of the New 
Jersey Association of Insurance Agents, 
is a member. 
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Royal Sells Building 
At 84 William Street 


BOUGHT BY GROUP OF FOUR MEN 





Glens Falls Now Has Largest Space in 
Buildings; Building Sold for 
$2,200,000 in 1926 
Noyes Co., Inc., has sold 
to M. J. Shagan, representing Samuel 
Wasserman, M. J. Shagan, Joseph E. 
Gilbert and Duncan M. Findlay, for the 
Royal in an all cash transaction, the 
seventeen-story building known as 84 

William Street. 

The property is at the northeast cor- 
ner of William Street and Maiden Lane 
with street frontages of approximately 
seventy feet on William Street and 
seventy-seven feet on Maiden Lane and 
a depth of 101 feet. The plot area is 
7,600 square feet. The building is leased 
for approximately $130,000 per annum. 

The Glens Falls is the outstanding 
tenant in the building, occupying a num- 
ber of floors and a large ground floor 
unit. Other important insurance inter- 
ests include National Union, General 
Coverage Underwriters Association, 
American Credit, D. F. Broderick, Inc., 
American Fire and Credit Indemnity and 
a number of other agency and brokerage 
offices, attorneys and accountants. 

The last sale of 84 William Street was 
made by Mr. Noyes in 1926 to A. E. 
Fitkin in a $2,200,000 transaction. The 
property is today assessed by the city 
for $975,000 but it is understood that the 
price paid was less than this. Stewart 
& Shearer were attorneys for the sell- 
ers and Mr. Shagan of Wasserman, Behr 
& Shagan represented the purchasers 
as attorney. The building has been 
placed in the hands of the Noyes or- 
ganization for management and rental. 


Charles F. 





Excelsior Officially Opens 
New Syracuse Home Office 


Several hundred agents, their employes 
and business men of Syracuse and vi- 
cinity were guests at the official open- 
ing of the new home office of the Ex- 
celsior of Syracuse on December 31, 
President Robert C. Hosmer, assisted 
by the other officers of the Excelsior 
and the entire home office staff, acted 
as host to the visitors. 

The new office is approximately three 
times the size of the former location 
and occupies the entire fifth floor of the 
Syracuse Savings Bank Building in the 
heart of downtown Syracuse. This build- 
ing faces Clinton Square, the hub of 
Syracuse at the far end of which is the 
new post office and Federal building. 
The new headquarters of the Excelsior 
marks the fourth location of the com- 
pany’s home office since it was first or- 
ganized twenty- -three yéars ago. 





Insurance Values of 


British Liners Raised 


The agreed value of the Queen Mary 
for insurance purposes has been in- 
creased to £5,250,000 and that of the 
Queen Elizabeth to £6,000,000. The ad- 
ditional insurance on these former liners, 
now in war service, is being written by 
the British Government. During the last 
year no claim was paid on either vessel. 


SECURITY GROUP ACCOUNT 


Peter J. Berry, ag Security In- 
surance Co. of New Haven, announces 
the appointment of Parker-Allston As- 
sociates as advertising counsel for the 
Security Group, effective immediately. In 
addition to Security, the advertising of 
the East & West Insurance Co. and 
Connecticut Indemnity Co. will be han- 
dled by the same agency. 





GEORGE Ww. EYRE DIES AT 76 

George W. Eyre, insurance broker and 
member of an old Philadelphia family, 
died January 5 at his home. He was 76. 
Before becoming a broker Mr. Eyre was 
associated with the American Litho- 
graphic Co. and the Ketterlinus Litho- 
graphic Manufacturing Co. 


STARTS NEW GENERAL AGENCY 





E. A. Parsons, Former Kentucky Field- 
man, Establishes Officers ‘at 
Louisville 
The newly formed E. A. Parsons gen- 
eral agency, to handle fire insurance 
in Kentucky and Tennessee, has been es- 
tabl shed at Louisville by Emmett A. 
Parsons, who has been in the field serv- 
ice of fire companies for twenty-one 
years, following local agency experience 

at Leitchfield, Ky. 

Mr. Parsons became special agent in 
1921 for the Springfield Fire & Marine, 
under State Agent Joe Rogers. In 1930 
he became state agent for the Standard 
of New York in Kentucky, Indiana and 
Tennessee, and also for the Tokio. Two 
years later he gave up all of Indiana 
other than Indianapolis, when the rest 
of. the state went to a general agency. 
He continued handling Indianapolis, also 
Cincinnati in Ohio as well as Kentucky 
and Tennessee. 

The general agency represents the 
Merchants of Denver for Kentucky and 
Tennessee, the Potomac of the District 
of Columbia for Tennessee and the 
Northwestern National of Milwaukee in 
Kentucky, which gives him the equiva- 
lent of two companies for each state. 

Mr. Parsons for eleven years has been 
secretary of the Kentucky Fire Preven- 
tion Association, and has served as sec- 
retary of the Kentucky Fire Underwrit- 
ers Association. 


New Year’s Day Baby Girl 
Born to the Robert Lairds 


Robert A. Laird, sales promotion man- 
ager of St. Paul Fire & Marine, a post 
he has held for several months, be- 
came the proud father of a baby girl on 
ge a! 1 who has been named Bonnie. 
The Lairds, who left many friends back 
East when Bob moved from the Han- 
over Fire in New York last Fall, regard 
Bonnie’s arrival as the nicest kind of a 
New Year’s gift. 
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Seated (left to right): Newton B. Meade, vice-chairman (Buckley & Meade), 
Frank J. Wise (Booth, Potter, Seal & Co.), Percy G. Buck (Franklin Fire), George 
W. Ruhl, vice-chairman (North America), Ernest E. Lindner, chairman (North 
America), Winfield C. Price (Curtin & Brockie), Stanley Cowman (Mather & Co.), 
Jacob Haslein, 3rd, (R. M. Coyle & Co.), W. Wright Humphreys (Hutchinson, 
Rivinus & Co.), Edward C. McAuliffe (Corroon & Reynolds). 

Standing (left to right): George T. Rowland (Wagner-Taylor Co.), Robert 
Sharp (North America), Walter Albertson (Royal), William Thorpe (Knowlan- 
Thorpe & Co.), Harry A. Carl (Pennsylvania Fire), Larry Simpson (General Acci- 
dent), James W. O’Brien (Maryland Casualty), R. Rowland Dearden (United States 


Review). Others on the committee are: 


John G. Bauernschmidt (Maryland Cas- 


ualty), John E. Craig (Stokes, Packard & Smith), A. J. Cullen (Royal), Howard \"’. 
Newnam, Jr. (Indemnity Ins. Co. of N. A.), Kenneth C. Trotter (Fire Association), 


Joseph R. Knowlan, vice-chairman. 


John A. Diemand, president of the 
companies in the Insurance Co. of North 
America Group, will be toastmaster at 
the annual banquet of the Insurance 
Society of Philadelphia to be held at the 
Penn Athletic Club on February 17. The 
Society is forty years old. John W. 
Donahue, resident vice-president of the 
Maryland Casualty in Philadelphia, is 
president of the Societv. 

The banquet committee consists of 
Ernest FE. Lindner, Indemnity Insurance 
Co. of North America, chairman; and 
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Start your Windstorm Insurance campaign with “The Big 


Blow,” a dramatized story that will really help you sell. 


Other booklets in the Springfield Group’s new business- 
building series of Little Books With Big Ideas are still avail- 


able. Write for your free sample set today. 














THE SPRINGFIELD GROUP 


WALTER B. CRUTTENDEN, President 


SPRINGFIELD FIRE & MARINE INSURANCE COMPANY SPRINGFIELD, MASS 


CONSTITUTION DEPARTMENT 


SENTINEL FIRE INSURANCE company 
MICHIGAN FIRE & MARINE INSURANCE COMPANY 
NEW ENGLAND FIRE INSURANCE COMPANY . 


SPRINGFIELD, MASS. 
SPRINGFIELD. MASS. 
DETROIT, MICH. 
PITTSFIELD, MASS. 


OF FIRE INSURANCE COMPANIES 








these vice-chairmen: Newton B. Meade, 
Buckley & Meade; George W. Ruhl. In- 
surance Co. of N. A.; and Joseph R 
Knowlan, Knowlan-Thorpe. 
* Chairman of the sub-committees are 
George Rowland, Wagner-Tavlor Co.: 
ong Haslein, 3rd, Robert M. Coyle 
; William Thorne, Knowlan-Thorpe; 
Rh B. Meade; W. Wright Hum- 
phreys, Hutchinson, Rivinus & Co.: 
George W. Ruhl; Percy G. Buck, Frank- 
lin Fire; R. Rowland Dearden, United 
States Review. 





New Texas Dep’t Created 
By North British Grou» 


Charles J. Williams has been appoint- 
ed, effective January 1, manager of the 
newly- created Texas department, it is 
announced by the North British & Mer- 
cantile Group. Mr. Williams will make 
his headquarters in the Allen Building, 
Dallas, Tex., and will supervise the agents 
in the entire states for the North British 
and its four associated companies : Penn- 
svlvania Fire, Commonwealth, Mercan- 
tile and Homeland. State Agent A. Sid- 
ney Briggs and Special Agents Leslie W. 
Blann and John H. Calhoun wili continue 
in their former capacities in the terri- 
tory, Mr. Briggs traveling out of the 
Dailas office, Mr. Blann traveling out 
of the newly- created headquarters at 
Lubbock, and Mr. Calhoun headquar- 
tering at San Antonio, as heretofore. 

Since May, 1937, Mr. Williams has 
operated his own general agency for 
the entire State of Texas representing 
the Commonwealth and the Quaker City 
Underwriters Department of the Penn- 
sylvania Fire. The North British man- 
agement purchased the general agency 
of Mr. Williams in order that he might 
be free to assume the managership of 
the new Texas department. 





AGENT’S LICENSES REVOKED 

Superintendent of Insurance Louis H. 
Pink has revoked the licenses of John 
Fontenay, 66 Court Street, Brooklyn. 
Mr. Fontenay, who was licensed as an 
agent of four companies, under Section 
113 of the Insurance Law, was ch 
with incompetency and untrustworthi- 
ness within the contemplation of the 
Insurance Law. 
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BUFFALO AGENTS MEET 
Routine business featured the Janu- 
ary 7 meeting of the Buffalo Associa- 
tion of Fire Underwriters in the Buffalo 
Athletic Club. President August Glasser 
presided. The next meeting will be held 
February 4. 
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Sommers Says Companies Spare 
No Effort to Protect Property 


Paul B. Sommers, president, American 
Insurance Co., was author of an article, 
Insurance Companies Reflect Changes 
in National Economy, in the January 4 

Newark Sunday Call, in 
which he said that the insurance com- 
panies are sparing no effort or funds 


issue of the 





SOMMERS 


PAUL B. 


to detend production and property val- 
ues against the perils of fire. 

Saying that the principal fire compan- 
ies showed an increase in premium vol- 
ume in 1941 ranging from 10% to 20% 
over 1940, Mr. Sommers attributed this 
increase to the following: 

\ small part from insurance on prop- 
erty built to endure from which there 
probably will be renewal premiums; war 
risk premiums on ships and cargoes: 
temporary values of plant buildings and 
equipment created for advancing the pre- 
paredness program; personal property 
floaters. 

Era of Underwriting Profit 

He said that there is strong evidence 
that the era of underwriting profit in 
fire insurance which has continued since 
1934 is about over and continued: 

“The periods of profitable and unnrof- 
itable operations in the insurance busi- 
ness recur in fairly regular cycles, and 
evidently we have nearly reached the end 
of a profitable cycle. 

“Increases in cost of materials and 
labor for the replacement of damaged 
property must be paid by insurance com- 
panies at these higher loss costs out of 
premiums which were collected when the 
policies were written. Further, the in- 
creased volume of insurance writings by 
these companies, part of which is un- 
doubtedly temporary and non-recurrent, 
require the companies to incur the ex- 
pense of handling the larger volume of 
transactions; whereas they can_ take 
credit for only the earned portion of 
premiums written in former years at 
lesser amounts. 


Reducing Rate Level 

“An important further factor is the 
constantly reducing average rate level 
for fire insurance in the United States. 
Whereas the average rate was one dol- 
lar and fourteen cents in 1910, it was 
806 in 1930 and it is something less than 
sixty-seven cents for this last year.” 

Mr. Sommers said the largest single 
loss on one property in this country 
occurred in 1941 at Fall River, Mass.. 
and that it probably would have been 
confined to one section of the building 


had not the watchman shut off the au- 


tomatic sprinkler equipment. He said 
there is a growing list of fire losses in 
properties equipped with automatic sprin 
klers where the fires have spread be- 
ause the watchmen have shut off the 


sprinklers. In conclusion, Mr. Sommers 
said: 
Predictions Are Dangerous 

“Predictions in the insurance business 
are as dangerous and as unsatisfactory 
as in the investment field, or concerning 
the duration of the war. The insurance 
business will be affected by all the ma- 
jor and many of the minor develon- 
ments and adjustments which commerce, 
industry, transportat on and finance may 
make from time to time. 

“Because the insurance business fol- 
lows after other businesses, furnishine 
the security from individual catastrophe 
by insurable hazards which affect such 
business, the insurance business will re- 
flect changes in the national economy 
some time after they are felt by produc- 
ers, wholesalers, retailers and shippers. If 
1942 is a year of profit and business ex- 
pansion, the insurance business will un- 
doubtedly share in it.” 


North British Fiekdueen 
Meet in Philadelphia 


The 1942 fieldmen’s conference of the 
Middle department of the North British 
Group was held this week beginning on 
Tuesday at the Union League, Philadel- 
phia, with Secretary R. T. Stewart in 
charge. Also in attendance were Gen- 
eral Agent E. A. Merkl from the home 
office, as well as Secretary T. M. Pat- 
terson and Assistant Secretary H. A. 
Carl from the Philadelphia office. 

The following attended from the New 
York office to speak on their special- 
ties: Assistant Manager R. P. Stock- 
ham, Secretary A. W. Barthelmes and 
General Agent C. L. Case, inland ma- 
rine department; Secretary A. E. Leh- 
man, automobile department; Public‘ty 
Director William J. Traynor, General 
Adjuster C. L. Scott and General Agent 
E. P. Folley and Paul Bellinger of the 
brokerage and service department 


INCREASES BROKERAGE FEES 

Insurance brokers with business in 
Oak Park, IIL, suburb of Chicago, are 
disturbed over the recent action of the 
village board fixing license fees for brok- 
ers at $25 annually. The move is simi- 
lar to a recent attempt made in Chicago 
which was defeated in a court action by 
the Insurance Brokers Association of 
IIlinois. Oak Park, with a population 
of 64,000, is the largest village in Amer- 
ica. 





NEW YORK 





REINSURANCE 


ST. LOUIS DEFENSE PROGRAM 
Insurance Board to Assist City in Pro- 
tecting Local Industries 
from Fire 

John J. O'Toole, president, Insurance 
Board of St. Louis, has announced the 
appointment of a special advisory com- 
mittee to assist in the organization of 
St. Louis’ protection against fires and 
explosions in local industries. 

The members of the committee are: 
Louis Antoine, American Automobile In- 
surance Co.; Tom Baker, Utilities In- 
surance Co.; Howard Blair, Aetna Cas- 
ualty & Surety Co.; H. R. Burrill, Mary- 
land Casualty Co.; Henry Busch, U. S. 
Fidelity & (Guarantee Insurance Co.; 
Bob Edgar, Lon W. Harlow & Com- 
pany; Reilly Finnegan, Universal Ad- 
justment Company; Ben Jones, Western 
Adjustment & Inspection Co.; Hobert 
J. Martin, Maryland Casualty; Frank R. 
Peterson, treasurer, F. D. Hirschberg & 
Co.; Don FE. Chilcote, Marine Under- 
writers Corp., and Frank Watts, Ploeser, 
Watts Insurance Agency. 

In addition to this advisory commit- 
tee, President O’Toole has appointed his 
son, John J. O'Toole, Jr., a broker with 
the Hirschberg agency, to act as his as- 
sistant in handling office routine, in con- 
nection with the plans of the local in- 
surance men to help safeguard the na- 
tion against unnecessary fires and acts 
of sabotage, in the present war emer- 
gency. An ‘official photographer will be 
named to assist in the work of the com- 
mittee. 

An arson squad is being organized to 
consist of some. sixty-five high class 
special trained men to make investiga- 
tions. 











Protect 


more than ever necessary. 


service to confer with us. 


UNDERWRITERS 
111 JOHN ST., NEW YORK 


Havana, Cuba Manila, P. I. 
Shanghai, China 





Our War Suppry 
with America 


For the numerous products vital to our war program that come 
to us from foreign lands far and near—insurance protection is 


Today the AIU is carrying on, providing protection and 
indemnity against loss for our foreign trade supply lines, 
and for American-owned properties abroad. 


We invite brokers and agents desiring reliable foreign insurance 


AMERICAN INTERNATIONAL 
CORPORATION 
340 PINE ST., SAN FRANCISCO 
Bogota, Colombia, S. A. 
Hong Kong 


Representatives in Key Cities Throughout the World 
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@ The story of the Acorn { 
and the Sturdy Oak is old 
but ever new. Our booklet 
“PLANNED PROGRESS” 
tells you how to plant the 
acorn of a basic, far-sighted 
plan in your agency and how 
to cultivate a steady growth 
of business from it. Write or 
wire for this free book today. 
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INSURANCE COMPANY 
OLD COLONY 
INSURANCE COMPANY 
87 Kilby St., Boston, Massachusetts 
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Klocke Forty Years With 
North British Group 


Herman A. Klocke, general agent in 
the New England department of the 
North British & Mercantile Group, on 
Monday nivht was guest of honor at 
a dinner at the Downtown Athletic Club, 
New York City, tendered him by friends 
and associates in honor of his fortieth 
anniversary with the group. Assistant 
United States Manager George H. Dux- 
bury acted as toastmaster and A. E. 
Murdock, secretary of the New England 
department, presented Mr. Klocke with 
a handsome wrist watch. The guest of 
honor started with the North British 
in January, 1902, and after several ad- 
vancements was appointed general agent 
in January, 1929, 





Canadian Results 


(Continued from Page 1) 


losses to $15,000,000 and the loss ratio 
to 54%. The figure for 1941 will show 
a premium income increased by over 
50%, or nearly $45,000,000, but in inter- 
preting this increase it must be remem- 
bered that the average premium rate of 
$1.09 in 1916 was reduced to 60 cents or 
less in 1941. 

“Had the 1916 rate prevailed, the pre- 
miums written would have been three 
times the amount written in 1916. The 
1941 losses of $15,000,000 will be almost 
exactly the 1916 figure, so that as a re- 
sult of improved methods of construction’ 
greater attention to fire prevention 
methods and a greater fire conscious- 
ness on the part of the public, the in- 
crease in the volume of protection has 
been accompanied by no increase in the 
loss of insured property. 

“Looking at the five-year period fol- 
lowing 1916 both premiums and _ losses 
increased by approximately 80% by 1921; 
it is to be hoped that still further im- 
provements in fire protection will pre- 
vent such an increase in losses by 1946.” 


Says Big Bill 


(Continued from Page 15) 





Noyes, Inc. Writing all types of insur- 
ance, among other things it specializes in 
insurance in connection with real property. 
The Charles F. Noyes Co. places insur- 
ance on about 400 properties of which 
Charles F. Noyes Co, are property man- 
agers, It also has about 1,200 other prop- 
ertv accounts. 

Officers of the Findlay-Noyes Co., Inc., 
are these: Duncan M. Findlay, president ; 
William B. Falconer, executive vice-presi- 
dent; Charles F. Noyes, Harold S. Ford 
and Harry I. Harris, vice-presidents; 
Marcel S. Keene, secretary and treasurer, 
and Gilbert Coe, assistant secretary. 
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N. F. P. A. Publishes 
Employee Safety Book 


URGES EVERY-DAY VIGILANCE 
Tells What Employee Should Know of 
Fire Alarms, Air Raid Evacu- 
ation, Bombs 


“Employee Organization for Fire Safe- 
tv” is a new publication of the National 
Fire Protection Association, presenting 
facts about fire safety as they affect 
employees, department heads and plant 
managers. Copies have been sent to 
the association’s more than 5,000 mem- 
bers. Others are available at. twenty- 
five cents each at the offices of the or- 
ganization, 60 Batterymarch Street, Bos- 
ton. 

Explaining its purposes, the foreword 
savs: “The things that need to be done 
to avoid serious fire are not spectacular, 
but they involve day-to-day vigilance 
which requires the cooperation of prac- 
tically every member of the force.” 

The booklet devotes a separate sec- 
tion to the duties and responsibilities of 
each group in a business or industrial 
organization and recommendations for 
personal and plant protection are based 
on standards which have been proved 
sound by experience. 

What Employee Should Know 

What the employee should know about 
fire alarms, air raid evacuation proce- 
dure, fire appliances, incendiary bombs 
and safety housekeeping is presented in 
detail, graphically illustrated. In an- 
nouncing this new publication, the or- 
ganization says: 

“In order that employee training, 
evacuation plans, and actual exit drills 
may be successfully developed and prac- 
ticed, every department head within a 
business organization or industrial plant 
must be prepared to assign emergency 
duties and stations to those in his 
charge. 

“Awareness of the principles of exit 
safety, the carrying-out of exit drills 
(air raid evacuations), and the place- 
ment of fire watchers within his depart- 
ment in order that small fires may be 
promptly dealt with—all these are im- 
portant safety factors with which this 
N.F.P.A. booklet will make him thor- 
oughly familiar in a very short time. 

No Single Measure 

“Fire safety cannot be assured, as 
many naively think, by the use of so- 
called ‘fireproof’ construction, nor in- 
deed by any single measure. Only a 
complete and well-coordinated plan of 
protection, including all the essential 
elements of fire protection, can guaran- 
tee success. 

“The ultimate responsibility for this, 
when all is said, written, and done, is 
inevitably the plant manager’s. His 
duty, as is so strongly pointed out in 
this publication, embraces frequent re- 
view of the plant’s basic fire protection, 
particularly as regards water supplies, 
sprinkler and fire alarm systems, safe- 
guarding of records, and special hazards. 

“The supervision of the plant fire 
brigade and the training and drilling of 
every employee in emergency procedure 
must be his definite concerns. Above 
all, the working out of fire-fighting plans 
in conjunction with the public fire de- 
partment demands extraordinary atten- 
tion and care.” 


BUFFALO MARKET BURNS 
The Buffalo city-owned Washington 
Market, swept by fire January 5 with 
a loss of about $115,000 to its structure 
and contents, was not insured because 
the common council several years ago 
voted to discontinue insuring most city 
buildings. About seventy stall operators 

were put out of business by the fire. 





SENATE INSURANCE COMMITTEE 
Members of the New York State Sen 
ate insurance committee for 1942 are 
Senators Hampton, chairman; Warner, 
Williamson, Mahoney, Page, Condon, 
Ryan, Coudert, Bechtold, Mitchell, 
Wojtkowiak, Joseph, Esquirol, Pack, 
Schwartzwald and Gutman. 


National Fire Urges Agents to Keep 
Clients’ Insurance Up to Values 


With the national income past the 
1929 peak and with retail sales up and 


going further, companies of the National 


Fire of Hartford Group advise their 
agents to be sure their clients’ insur- 
ance keeps up with their insurance 
needs. 


In a sales bulletin mailed to agents 
this week and devoted to insurance on 
dwelling contents, additional living ex- 
penses, rental values and rents, the com- 
panies of the group, which are the Na- 
tional Fire, Mechanics & Traders, Trans- 
continental and Franklin National of 
New York point out that, “You owe it 
to your clients to tell them about these 
lines and then you are at least protected 
against criticism should they suffer these 
losses.” 

After telling the reasons for the in- 
creased needs in these lines now, the 
bulletin gives sources of mailing lists 
other than the agents’ clients. Among 
these are the city directories—3,000 com- 
munities are listed in them—which usu- 





North America Transfers 
Moyer to Home Office 


The Insurance Co. of North America 
announces the Arthur T. 
Moyer from its Chicago service office 
to the home office in Philadelphia for 
enlarged underwriting duties. 

Mr. Moyer has been associated with 
the North America since 1927 when he 
entered the home office in Philadelphia 
as a clerk in the automobile department. 
After serving there for two years he 
was assigned to Pittsburgh as a special 
agent. He remained in Pittsburgh until 


transfer of 


ally list properties by street and indicate 
whether owner occupied or rented, and 
public assessment records. 

Newly designed sample folders, which 
are also return-envelope request forms, 
are sent with the bulletin. One covers 
dwelling contents only and offers as- 
sureds free household inventory book- 
lets. The other on rents, rental value 
and additional living expenses points out 
forcefully that “The fire glutton comes 
after the fire, and lives on your income 
for weeks and months.” The compa- 
nies urge agents to mail by neighbor- 
hoods thus saving time in the personal 
calls following the letters which are 
sent with the folders. Suggested form 
of such letters is shown. 

“This four-in-one sales campaign can 
make not only more sales for you,” the 
bulletin concludes, “but more clients, and 
that’s important too! It’s later than you 
think and these fertile fields have been 
too long neglected. Get going and ses 
for yourself what a little organized sell- 
ing will do for vou!” 


1934 when he was transferred to the 
North America’s Western department. 
then in Chicago, as superintendent of 
its automobile department. The follow- 
ing year he was made assistant manager 
and on the establishment of the Chicaco 
service office he became manager of 
the fire and automobile departments from 
which he now returns to the home 
office. 





GIVES UP JURISDICTION 
The Explosion Conference hs given 
up jurisdiction over the writing of war 
risk and bombardment insurance on land 
as none of the company members are 
now writing that bus‘ness. 





SALES 


kit of selling helps to boost 


less sales-resistance. 


ask for full details. 


1600 Arch Street 





There’s new sales tonic heading your way . 


TONIC 


.. a healthy 
January-February Personal in- 


surance business for every Alliance Agent. 


This kit is a brand-new idea. A new one will come along 
at regular intervals as part of a Seasonal Selling Campaign. 
It’s just the right medicine to make sales bloom and profits 
flourish. It hitches your bank account to the golden star of 


Alliance Agents will sell more insurance and make 

i=) 
greater profits in 1942. If you haven't heard the story of the 
new Alliance Campaign, by all means for your own profit, 





THE ALLIANCE INSURANCE COMPANY 
OF PHILADELPHIA 


Philadelphia 


Complete nation-wide Insurance Facilities 
for Agents and Brokers 


Service Offices located in principal cities 








J. VICTOR HERD RESIGNS 


Leaves Post as Vice-President and Di- 
rector of Fire Association; Hatch 
Elected a Director 
Directors of the Fire Association Group 
of Philadelphia have accepted with regret 
the resignation of J. Victor Herd as di- 
rector, vice-president and secretary. Mr. 
Herd has been prominently identified 
with the group for years and before be- 
ing elected vice-president was a secre- 

tary. 

Kenneth B. Hatch, vice-president of 
companies in the group, has been elect- 
ed a director of the Fire Association 
and the Reliance. For some time he 
has served as a director of the Lumber- 
mens and the Philadelphia National. 





NEW ENGLAND RATING ASS’N 
Five New Governors Elected for Three- 
Year Terms; Hedge Chairman, 
Crafts Vice-Chairman 
Five new members were elected for 
three years to the governing board of 
the New England Fire Insurance Rating 
Association at the annual meeting in 
Boston iast week. They are Guy E. 
Beardsley, vice-president Aetna; W. E. 
Maynard, vice-president, Providence 
Washington; A. E. Murdock, secretary, 
North British & Mercantile; James D. 
Smart, president, New Hampshire Fire, 
and Edward C. Stone, president, Em- 

ployers Fire. 

Reports were made on the work of 
the year by the board of governors, by 
Executive Manager Ralph Sweetland and 
by the treasurer. Membership remains 
unchanged from a year avo at 191. The 
number of pieces of matter handled in 
the stamping offices of the association 
in 1941 increased 2.6% over the quantity 
handled in 1940. Only one complaint 
was up for consideration before the State 
Board of Appeal in which the associa- 
tion was interested, and that was won 
by the association. 

At the meeting of the board following 
the annual meeting William R. Hedge, 
president, Boston Insurance Co., was se- 
lected chairman and James F. Crafts, 
vice - president, Fireman’s Fund, vice- 
chairman. Ralph E. Sweetland was re- 
elected secretary-treasurer and executive 
manager. 


John D. Pollock Dies at 59 


John D. Pollock, retired state agent 
of the London Assurance und Manhat- 
tan Fire & Marine, died January 7 at 
his home in Detro:t at the age of 59 
He had been a fieldman in the Middle 
West for more than twenty-five years 
and is survived by his widow and mother. 
He had traveled more than half a dozen 
states since entering insurance in 1906 
with the Western Actuarial Bureau. He 
rated cities in Missouri, Illinois, Minne- 
sota, Kentucky and Tennessee and in 
of the Northern 





1910 became state agent 
of London for Illinois. 

From 1913 to 1921 he was on the 
staff of Starkweather & and 
the Rhode Island group. For over ten 
vears he was with the Hudson and Svea 
and in 1932 joined the London Assur- 
ance He retired active 
last November. 


~ 173 
held 


1 , 
ohepiey 


from service 


SPECIAL FOR ROYAL EXCHANGE 

The Royal Exchange Group has ap- 
pointed George E. Shank, Jr., as special 
agent in Indiana. He was formerly with 
the Western department of the Fire- 


man’s Fund. His headquarters will be 
at 333 North Pennsylvania Street, In- 
dianapolis. .Companies in the Royal Ex- 
change Group include the Royal Ex- 


change, Provident Fire and Car & Gen- 
eral. 


BUYS BONDS WITH PREMIUMS 

The American Fire & Casualty Co., 
Orlando, Fla., has announced that until 
further notice, it will use every dollar 
of premiums on new fire business to buy 


defense bonds. New policies will carry 
streamers certifyin~ that the entire 
amount of the premium on that policy 


was so used. 
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Charles H. Williamson Leaves Alan H. 
Bonito & Co. to Head Newly 
Organized Department 
Charles H. Williamson, who resigned 
as president of Alan H. Bon'to & Co., 
Inc., of New York City, marine and in- 
land marine underwriters, has become 
manager of the recently formed marine 
department of the Rhode- Island at 80 
John Street, New York. He will be in 


charge of marine and marine war risk 
underwriting. Alan H. Bonito & Co. 
handled marine tnderwriting for the 
Rhode Island up to the time of the 


formation of the company’s own depart- 
ment. Mr. Williamson had served as 
head of the agency since 1938. 

A native of Philadelphia, Mr. William- 
son entered insurance with Mather & 
Co. and after ten vears was sent from 
Philadelphia to San Francisco as aver- 
age adjuster. Later he served with Will- 
cox, Peck & Hughes. Following this he 
started his own underwriting office and 
in 1925 the firm was consolidated with 
Cosgrove & Co. He was associated with 
it as resident vice-president at Los An- 
eeles. Some years later Mr. William- 
son joined the Pearl at San Francisco 
and was transferred to the New York 
headquarters. In 1938 he left to become 
president of Alan H. Bonito & Co. He 
became a member of the Average Ad- 
justers Association of the United States 
in 1916. 


TO HEAR M. W. MAYS JAN. 27 

The Essex County (N. J.) Agents As- 
sociation at its next dinner meeting 
Tuesday, January 27, will have as guest 
sneaker Milton W. Mays, head of the 
Business Development Office. His sub- 
iect will be “The Agent in a Wartime 
Economy.” Affair will be held at Maple- 
wood (N. J.) Country Club. 


NAMED MARINE UNDERWRITER 

Directors of the Commercial Union 
have apnointed A. Glanvill Smith marine 
underwriter of the company at the home 
office in England, succeeding the late 
A. L. Kennedy. Mr. Smith joined the 
company in 1910 and became assistant 
underwriter in 1933. 





CAMDEN COUNTY BANQUET 

The Camden County Association of 
Insurance Agents will hold its annual 
banquet. next Thursday, January 22. 
President Phillip H. Rapp will preside 
and guests will include State Associa- 
tion President Alfred Christie and Sec- 
retary-Treasurer William F. O’Brien. 


TO HOLD CREDIT MEETING 

Insurance as related to credit will be 
one of the topics discussed at the sixth 
district credit conference to be held at 
Hotel Lowry, St. Paul, February 15, 16 
and 17. Nearly 700 credit men and mer- 
chants from Minnesota and surrounding 
area will attend. 








Gallagher Proposals 
(Continued from Page 17) 


ing solution and one which should not 
be hamstrung by sectional prejudices. 
Enforcement 


Problem No. 6: The Insurance De- 
partments have on the whole adopted a 
practical and  broadminded attitude 
toward the enforcement of laws which 
they must have realized are inconsistent. 
Sporadically, a company here and there 
has been brought before the bar of jus- 
tice and publicly spanked. In a few 
cases an individual state has instituted 
a purge and possibly brought the busi- 
ness of companies admitted to the state 
in conformity with the law for a while. 
To anyone at all familiar with the large 
city insurance markets, it must be evi- 
dent that: 

(a) Interstate business is freely written by a 
great many companies. < 

(b) Such business is written at rates radically 
the average of published tariffs. 

(c) The forms used adhere to no standards. 
(d) The rules as to what may or may not be 
ed as promulgated by rating bureaus are 
ignored. 

(e) There is a_ substantial market in com- 
panies admitted to but few states, some of which 
companies have wealthy relatives, 

(f) Enforcement of the law intermittently only 
here and there and on companies alone has 


] } 
ess than 


merely chased the business around from one 
market to another. 

Certain of our insurance laws governing pro- 
cedure are so well enforced as to be outstand- 
ing. Rebating is uncommon. ‘Twisting’ in life 
insurance apparently is not rampant. Local use 
of non-admitted insurers, despite its publicity, 
accounts for but a small portion of the total 
premium volume. There may be other evils 
equally well controlled. Examination of the laws 
against these acts reveals a common factor, i.e., 
the penalties run not only against the company, 
but against the producer,—the broker, the 
agent, the general agent, the binding office. 

It would appear, therefore, that a more wide- 
spread enactment of laws carrying penalties on 
the producer against unfair discrimination and 
its attendant evils might produce results more 
in line with those produced by laws against 
the other evils mentioned. Especially might this 
be true about interstate business, the placing of 
which is concentrated to a great extent in the 
larger cities and by brokers and agents pitifully 
few in number but mighty in power. If it is 
wrong for a company to discriminate unfairly, 
it should be no less wrong for a broker, an 


agent, a general agent, a binding office or a 
pool. The law should say so and should be 
enforced. 


OPERATING IN 34 STATES 

During 1941 West Virginia, Iowa, Col- 
orado, Delaware and Wyoming issued 
Icenses to the Charter Oak Fire of 
Hartford, which accordingly is now au- 
thorized to do business in thirty-four 
states and the District of Columbia. Or- 
ganized in 1935, this company is a mem- 
ber of the Travelers group of insurance 

companies. 


Direct Tax For War Risk 
Believed Illegal in U. S. 


It is reported from Washington that 
the Attorney General holds that the 
United States Government cannot adopt 
the British scheme for land war risk 
insurance because the premiums would 
involve a direct tax in violation of the 
Constitution. In Great Britain land war 
risks insurance is mandatory for most 
classes of risks with a rate of 14% be- 
ing charged. If a like arrangement were 
adopted here property owners in the 
Middle West would be called upon to 
pay the same premiums as those in the 
more exposed coastal states. The gov- 
ernment can levy only certain direct 
taxes and the Attorney General feels 
an insurance premium tax does not come 
under the powers granted. 


Pine Tree State Club Elects 


F. H. Smith, special agent of the Royal 
and Eagle Indemnity companies for 
Maine, was elected president of the Pine 
Tree State Field Club at its annual 
meeting at Portland. Vice-president of 
the club last year, Mr. Smith succeeds 
Clifton R. Johnson, Maine special agent 
of the Hartford Fire, as chief officer 
of the fieldmen’s organization. 

Austin V. McKowen of the New 
Hampshire Fire and Granite State was 
elected vice-president. Treasurer George 
F. McFarland of the Fire Association 
and Secretary W. E. Wormwood of the 
North British Group were reelected to 
those positions. The executive commit- 
tee, all serving for the first time, con- 
sists of Donald M. Leach of the United 
States Fidelity & Guaranty, A. Nixon 
Anderson of the London & Lancashire, 
and Joseph V. Farmer of the Agricul- 
tural. 








Bowling League Standing 


Insurance Bowling League of New 
York results for last Friday show the 
Great American and Travelers teams 
tied for first place with thirty-three vic- 
tories and twelve losses apiece. Follow- 
ing is the present standing of the league. 


Won Lost 
Great AMericany .6. 6:6 ocescecc 33 12 
MAORI Mio. ora vgiatiscnnkvee. 33 12 
GCHUDDOSESON: 6 oisciens sess 30 15 
1V a Ce Cl rrr a ae 28 17 
Corroon & Reynolds ....... 26 19 
Wm. H. McGee & Co....... 25 20 
General Reinsurance ....... 25 20 
Royal-Liverpool—Marine ... 24 21 
London & Lancashire ...... 24 21 
General Accident ........... 24 21 


Insurance Co. of N. A....... 21 24 


FCC Tee 2) | ¢ a e 21 24 
Northern Assurance ........ 16 29 
RhOde Wslane: «seve we .c ccs ooo 14 31 
Phoenix-Norwich Union .... 13 32 
Northerm-of N.Y. cces o 42 
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LAW’S STATE CHART ISSUED 


Harrison Law of Nutley, N. J., has 
just issued his 1942 edition of “Law’s 
State Chart” which gives a variety of 
information useful to fire and marine 
companies when compiling their annual 
statements and tax reports to the states. 
Tables show the states in which every 
company is licensed to do business, re- 
insurances and company changes during 
1941, names of insurance commissioners 
and other data. Price of the chart is $3, 


DONALD N. HAMMOND WEDS 

Miss Jean Marion Vanderhoof, daugh- 
ter of Mr. and Mrs. William H. Van- 
derhoof of Caldwell, N. J., and Donald 
Newcombe Hammond, son of Mr. and 
Mrs. Charles P. Hammond of Newark, 
were married January 3 at St. Peter’s 
Church, Essex Fells. Mr. Hammond is 
with the Royal Insurance Co. 








DAYTONA BEACH ELECTION 

The Daytona Beach, Fla., Insurance 
Association will hold its annual election 
of officers at its February meeting. The 
nominating committee is composed of 
J. A. Brown, Holmes S. Rightmire and 
Jack A. Robinson. 





TO HEAR MINN. COMMISSIONER 

Commissioner Newell R. Johnson of 
Minnesota will be the speaker at the 
January 20 dinner meeting of the Insur- 
ance Buyers association of Minnesota, to 
be held at the Radisson hotel. 




















Stock Insurance Agents ue 
ADVOCATES OF 
AMERICAN PREPAREDNESS 


ke THE WHEELS TURNING! ‘Trucks... trains...every available method 
of transportation... moving at maximum speed to aid National Defense. 
Demand for the materials they convey is great—protection against risks 
more vital than ever! {@ Insurance agents 
cooperating in the National Emergency 
make certain that important shipments are 
properly insured — at today’s replacement 
costs! Losses during these critical times have 
a greater significance to all loyal Americans. 
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Bars Action on Fine Arts Policy 
For Delay in Getting Appraisals 


Action was brought on a Massachu- 
setts fine arts policy issued by the inland 
marine department of the defendant in- 
surance company on sixty-one oil paint- 
ing against all risks except those spe- 
cially excluded. Loss or damage by fire 
was not excluded. The plaintiff claimed 
4 total loss by fire on July 24, 1930. 

The policy provided: “Valuation given 
hy assured which valuation shall not be 
more than actual value.” As a valued 
policy, the court said, the policy was 
illusory, “for on the whole policy the 
yaluation constituted the maximum of 
recovery but not the minimum, even for 
a total loss.” 

Under the Massachusetts statutes no 
limitations for actions on insurance poli- 
cies can be made to run from the hap- 
pening of the loss. An alternative pro- 
vision to that effect in the policy, there- 
fore, became invalid under the express 
terms of the policy, but the court re- 
sorted to the other alternative of the 
policy that in the event of the specified 
limitation of twelve months being pro- 
hibited by the laws of the state in which 
the policy was written, “no suit or action 
under this policy shall be maintainable 
unless commenced within the shortest 
limitation permitted under the laws of 
such state.” 

Held Contractual Limitation 

That alternative, under G. L. (Ter. 
Ed.) c. 175, 622, was held to constitute a 
contractual limitation of action upon the 
policy of “two years from the t'me when 
the cause of action accrues.” 

The policy contained two other con- 
ditions precedent to the accrual of a 
cause for action. One was that: “Fail- 
ure to present claim within three (3) 
months from date of loss invalidates the 
same.” A second was that “in the event 
of loss immediate notice with full par- 
ticulars must be given or mailed by the 
assured to the company or its agents.” 

These provisions, however, did not 
enter into the decision. The policy also 
provided for a “satisfactory proof of the 
loss,” not, the court said, as is common 
in insurance policies by making the 
furnishing of such bond a condition 
precedent to the accrual of a cause of 
action, but merely as something to be 
furnished after the amount of loss or 
damage has been determined by the ap- 
praisers, and then as only one of the 
steps necessary to make the ascertained 
loss or damage payable sixty days after 
those steps have been taken. If the 
appraisal itself is not a condition preced- 
ent to action, “the furnishing of satis- 
factory proof of loss” cannot be. 


Provision for Appraisers 
The policy contained a provision for 
ascertaining the amount of the loss or 
damage by appraisers, the sum for which 
the company was liable to be payable 


‘sixty days after due notice, ascertain- 


ment, estimate and satisfactory proof of 
loss received by the company. The court 
held that appraisal, unless waived, was 
a condition precedent to the right to 
ting an action, and that the plaintiff 
could not recover because he did not 
seasonably satisfy the condition of the 
Policy as to appraisal. 

“It is evident,” the court said, “that 
some limit must be placed upon the right 
to perfect a cause of action by appraisal, 
Just as a limit must be placed upon the 
Tight to perfect a cause of action by de- 
mand. Otherwise, a defendant might at 
the option of the plaintiff be kept in a 
ong state of uncertainty, because no 


statute of limitations would begin to run 
until the condition precedent should be 
performed and the cause of action 
thereby made to accrue... 

“Admittedly nothing was done suffi- 
cient to satisfy or waive the condition 
precedent of appraisal until 1935, four 
years after the loss. It was then too 
late to perfect the cause of action.” 

An order of the Appellate Division 


dismissing the action was therefore 
affirmed. Barton vs. Automobile Insur- 
ance Co. of Hartford, Massachusetts 


Supreme Judicial Court, 34, N. E. 2d, 516. 





APPOINT A. W. MARSHALL & CO 





Named Inland Marine General Agents 
in N. J. for Aetna Fire Underwriters 
Dept; Pushing This Line 
Off to a good start in the New Year, 
A. W. Marshall & Co. of Newark, N. J. 
received its appointment as_ inland 
marine general agents for the entire 





Potter Studio 


A. W. MARSHALL 


state of New Jersey for Aetna Fire 


Underwriters Department. The agency 
already represents this department for 


Virginia Personal Property 
Floater Hearing January 27 


Because a newspaper in Southwest 
Virginia failed to carry an advertise- 
ment giving notice of a hearing set for 
January 7 on petition of the Virginia 
Rating Bureau seeking authority for the 
writing of the personal property floater 
policy in that state, the hearing sched- 
uled to be held before the State Cor- 
poration Commission was continued un- 
til January 27. The commission had di- 
rected that notices of the hearing be 
published in Richmond and Norfolk 
newspapers and in one in the southwest- 
ern part of the state. Failure of this 
paper to carry the notice was due to an 
oversight, it was explained. 


Wm. H. Coverdale Trustee 
Of the Atlantic Mutual 


William H. Coverdale, president and 
chairman of the board of American Ex- 
port Lines, Inc., and American Exnort 
Airlines, Inc., was elected a trustee of 
the Atlantic Mutual at a meeting of its 
board of trustees January 7. In addi- 
tion to his connection with the Ameri- 
can Export Lines and its affiliated air- 
lines, Mr. Coverdale is president and 
director of Canada Steamship Lines, 
Ltd. Davis Shipbuilding & Repairing 
Co. and Midland Shipbuilding Co. He 
is also a director of the Commercial! 
National Bank & Trust Co., Montreal 
Trust Co., Postal Telegraph Co. and 
Republic Steel Corporation. Included in 
his many other affiliations are the Amer- 
ican Arbitration Association, the Ca- 
nadian American Arbitration Committee. 
Chamber of Commerce of the State of 
New York and the Downtown Hospital. 


WITH W. J. ROBERTS & CO. 

W. J. Roberts & Co., Inc, of New 
York, marine and fire underwriters, has 
appointed Herbert J. Brown as special 
field representative covering Western 
states with headquarters in Chicago. W. 
J. Roberts & Co. are managers for the 
Union of Canton and Standard Marine 
of Liverpool. 











fire lines being agents of Aetna Fire 
Underwriters Department for six coun- 
ties—Essex, Union, Somerset, Middle- 
sex, Monmouth and Ocean. 

Development of inland marine busi- 
ness will be given special attention by 
A. W. Marshall & Co. this year. Its 
company facilities in writing this line, 
in additional to the present appointment, 
include New England Fire of Spring- 
field Group, Capital Fire of California, 
Transcontinental and the Standard Fire 
of Connecticut. 

The Marshall agency, one of the lead- 
ing offices in the state, is now in its 
nineteenth year and is headed by A. W. 
Marshall. Associated with him in run- 
ning the organization is his brother, 
Herbert, who heads the life insurance 
department. 
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Assistant to Southern 
Manager of Marine Office 





ROGER WHEELWRIGHT 


The Marine Office of America an- 
nounces the transfer of Roger Wheel- 
wright to New Orleans as ass‘stant to 
J. Kenneth Sadler, Southern 
department. 

Mr. Wheelwright is a native of Eliza- 


manager, 


beth, N. J. After preparing at the Pin- 
gry School he attended Amherst Col- 
lege where he participated in tennis, 


swimming and was manager of the track 
team and a member of Phi Kappa Psi 


fraternity. After graduation he entered 
the insurance business with W. B. 


Brandt & Co. at New York in 1930. 
In 1934 he went with the Northern As- 
surance as assistant manager of the in- 
land marine department. He _ subse- 
quently became manager of the New 
York metropolitan and suburban inland 
marine departments of the American of 
Newark in 1938. 

In 1941 Mr. Wheelwright joined the 
Marine Office of America and served in 
the agency and underwriting depart- 
ments of the head office at New York 
unt! the first of this year. He is a 
member of the Insurance Society of 
New York. His experienced marine in- 
surance background will be helpful in 
handling the expanding business of the 
Southern department of the Marine Of- 
fice. Mr. and Mrs. Wheelwright will 
Ive in New Orleans. 


Towed Hay Grinder Held 
To Be Vehicle and Trailer 


The Nebraska Supreme Court, Moffitt 
v. State Automobile Ins, Ass’n, 300 N. W. 
837, holds that a hay grinder with four 
rubber tired wheels the same width as 
the inner wheels of the truck which towed 
it, without brakes and weighing between 
one and one and a half tons, ten feet long 
and eight feet high, having both a front 
and rear axle with no independent motive 
power and the only function of its chassis 
being the conveyance and support of the 
hay grinder, was a trailer or vehicle with- 
in the common and ordinary meaning of 
the words used in the exclusionary clause 
of an automobile liability policy. The 
court’s former opinion (139 Neb. 512, 297 
N. W. 918) was held in error in holding 
to the contrary. 

The court preferred to take the common 
or ordinary meaning of the word vehicle 
rather than the statutory definition in Ne- 
braska Comp. St. Supp, 1939, c. 39, for 
the following reason: “We realize that 
for purposes of classification for licensing 
or taxing the legislature often must define 
the terms used to adequately express the 
purpose of a legislative act. But such 
definitions do not change the common 
meanings of words used in matters dis- 
connected therewith, unless such definitions 
be adopted by reference. The legislative 
definition of terms used is ordinarily lim- 
ited to the act itself, or matters inci- 
dental to it.” 
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Stone Looks Ahead at 
Future of Insurance 


TALKS TO DETROIT AGENTS 
Says Agents Must Decide on Continuing 
Federal Plan; Coins Phrase, 
“Counsellor-at-Insurance” 

Edward C. Stone, Un‘ted States gen- 
eral manager and attorney, Employers’ 
Group, made an impressive address as 
guest speaker at the annual banquet of 
the Detroit Association of Insurance 
Agents, January 15. His subject was 
Looking Ahead in the Insurance Busi- 
ness. 

As his title indicates, Mr. Stone not 
only outlined the responsibilities of in- 
surance in the present emergency, but 
looked ahead to its place in the sun 
after the peace has been won. One of 
the most penetrating sections of the 
address was devoted to the future of 
the program initiated by the Govern- 
ment in connection with cost-plus-a- 
fixed-fee projects, in which he coined 
the phrase “counsellor-at-insurance.” On 
this subject, Mr. Stone said: 

Governmental Enterprises 

“Very lately we have seen, in certain 
enterprises in which the Government 
has been interested, like the building of 
cantonments or large additions to muni- 
tions plants, the Government calling 
upon the company to make its price for 
only the services it performs, figuring 
in that price to be charged nothing in 
the way of commission. The Govern- 
ment then sees that an insurance ad- 
visor is anointed, generally an insur- 
ance agent or broker, who works for a 
separate fee, that fee to be paid ulti- 
mately by the Government, apart from 
the cost of the insurance. 

“Whether the time has now come to 
put this principle into practice as re- 
spects projects other than those in which 
the Government is interested, or whether 
this practice may be kept up in the days 
to come after the war is over, is not for 
me now to say. It is a problem rather 
for the agents themselves to decide. 

“If it can be said of an insurance 
agent that he is tryine to serve two 
masters, despite the Biblical admonition 
to the contrary, it well may be he will 
feel he can better serve his customer 
by being purely an adviser for him, as 
is the attorney-at-law for his client, and 
thus be paid by that customer a reason- 
able amount for his services. It will be 
indeed interesting to see how this new 
idea will work out in the future. Here 
is something for all agents and brokers 
carefully to consider. 

“It well may be in the future that 
agents and brokers, having in mind what 
has happened in these particular cases, 
may conclude it to be wise for them to 
secure from a company a price for the 
services and the security which the com- 
pany alone will give and perform, and 
see to it that he, the agent or broker, 
or adviser, gets his payment separately, 
apart from the amount paid to the com- 
pany, from his own customer. 

“On the other hand, the agent, at 
least, may look upon himself as a sales- 
man for his stock insurance company, 
but as a modern, progressive, up-to-date 
salesman, obligated to give as part of 
the sale he makes some real service. * * * 

“There will be a place in the future, 
according to the value of the services 
rendered, for the ‘counsellor-at-insur- 
ance,’ on the one hand, and the modern 
salesman on the other. So long as there 
is the place for either, as well as so long 
as there is a place for the stock insur- 
company, the latter should and 
must work with both, thus continuing 
in effect, in every proper way, the Amer- 
Agency System.” 
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Boiler Equity Rating 
Subject of Meeting 


PRODUCERS, COMPANIES CONFER 


Agents, Brokers Appear Unanimous in 
Opposition to Plan; Hold Pre- 
liminary Sessions 
The equity rating plan for large boiler 
and machinery risks which may well be 
called a “boiler explosion” was the sub- 
ject of a conference in New York yes- 
terday, with the companies represented 
by the National Bureau of Casualty & 
Surety Underwriters, and the producers 
by the National Association of Insur- 
ance Agents, National Association of 
Casualty & Surety Agents and National 

Association of Insurance Brokers. 

The plan was promulgated for Janu- 
ary 1 and is already effective in non- 
regulated states. A similar plan, pro- 
posed some time ago, had been shelved 
at the instigation of producers and its 
promulgation at this time came as a 
surprise to them. Producers appear to 
be unanimous in their condemnation. 


Strong Protest Made 


Preliminary sessions were held Wed- 
nesday by producers and company rep- 
resentatives, and it is reported that 
vigorous protest against the plan was 
made by producers at the joint meeting. 

A strong delegation of producers was 
present at their Wednesday conference. 
It included Ralph W. Howe, Richmond, 
Va., chairman, and W. Herbert Stewart, 
Chicago, of the casualty and surety com- 
mittee of the National Association of In- 








N. Y. Department’s Exam. Report on 
Nat’l Bureau Urges Rating Changes 


A gold mine of information on casu- 
alty rate making experience and trends 
is continued in the 282-page examination 
report (two volumes) on 1936-39 opera- 
tions of the National Bureau of Casu- 
alty & Surety Underwriters. This was 
made public this week by the New York 
Insurance Department; was completed 
some months ago. Delving exhaustively 
into the bureau’s extensive rating activi- 
ties, the report was prepared by Exami- 
ners Paul J. Molnar, Barbara H. Wood- 
ward and Sydney H. Moss, Construc- 
tively written, it makes a number of 
recommendations. 

Undoubtedly many of these recom- 
mendations have already been acted upon 
by the bureau inasmuch as the report 
has been in its hands for some months. 
Among them it is urged that a restudy 
be made of the entire method of erect- 
ing commercial car rates “so that they 
will reflect the experience of all cars 
not only by territory but also by rate 
class and load capacity.” 


Under the auto fleet plan it is ob. 
served that “the discounts for fleets of 
over fifty cars are more than justified 
by the loss experience.” As to long hay] 
truckmen the bureau is asked to either 
revise the zone rating plan or develop 
a statistical plan which will produce the 
experience underlying each rate charged, 
The gross receipts formula was criticized. 


The acquisition cost allowance for glass 
insurance was ordered reduced from 35 
to 30%. In the 1936-39 period this line 
produced a 23.5% profit. 

The bureau was asked to review and 
revise various burglary classifications, the 
Department’s feeling being that rate leye] 
in this line is too high. 

Equity rating is not covered in this 
report. A special investigating commit- 
tee, appointed by Governor Lehman, 
made that study. Interesting background 
data in the report’s opening chapter ex- 
plained the bureau’s reorganization in 
October, 1936, and its significance. 





surance Agents, with General Counsel 
Walter H. Bennett and Assistant Secre- 
tary J. B. Miller. 

Among the representatives of the cas- 
ualty and surety association were Lew 
Webb, Chicago, president of the organi- 
zation, William D. O’Gorman, Newark, 
former president, and John E. O’Neil, 
Fairfield & Ellis, Boston, vice-president. 
Large brokerage houses were also rep- 
resented. 

Two of the leading boiler writing 
companies are said to have strongly 
opposed adoption of the plan while three 
of the leading multiple line casualty 
companies sponsored it. 

Under this special risk rating plan as 
it now stands, boiler lines producing 
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WHEREVER YOU DRIVE the General 
Accident’s continent-wide organization offers ser- 
vice and protection that excel—the best that there | 


is in automobile liability insurance. 
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$500 in premium, machinery lines pro- 
ducing $1,000 and combination boiler and 
machinery of $1,000 are eligible. Maxi- 
mum rate reduction is 25%. 

_ The procedure under which the plan 
is operative is for the request for a 
lower rate on a particular risk to be 
forwarded to the home office of the com- 
pany with a statement as to how much 
the producer is willing to shave down 
his own commission on the risk. Ap- 
parently there is no set scale of com- 
mission and rate reduction. 


Select E. M. Allen to 
Head Surety Association 


NEW CONSTITUTION APPROVED 





E. Vernon Roth and John F. Fitzgerald 
Re-elected; Robert Stewart Presides 
at Annual Meeting 


Final approval of a new constitution 
and revised by-laws featured the Surety 
Association’s annual meeting January 9 
in New York. This represents comple- 
tion of one of the biggest jobs under- 
taken in recent years, an assignment well 
handled by a sub-committee of three 
companies—Fidelity & Casualty, chair- 
man; Hartford A. & I., National Surety. 
John F. Fitzgerald, assistant secretary 
of the association, worked closely with 
this committee; did a fine job. Section 
by section the new constitution was 
read at the meeting and approved. 

E. M. Allen, executive vice-president, 
National Surety, is the newly elected 
executive committee chairman of the 
Surety Association, succeeding A. F, La- 
frentz, American Surety president, who 
asked to be relieved after five years’ duty. 

FE. Vernon Roth, secretary-treasurer, 
and Mr. Fitzgerald, assistant secretary, 
were re-elected to their respective posts. 
Fireman’s Fund Indemnity was chosen 
to replace Great American Indemnity 
on the executive committee; Fidelity & 
Deposit and Maryland Casualty were re- 
elected to that body. 

Personnel of standing committees was 
redesignated by the executive committee 
at its annual organization meeting. Spe- 
cial problems committee was increased 
from eight to nine companies, Maryland 
Casualty being new member. F. & D. 
is chairman. Reinsurance agreements 
committee members all reappointed with 
U. S. F. & G. as chairman. Similarly, 
those serving on the joint “3 d’s” policy 
committee were reappointed with Trav- 
elers as chairman. Committee on rela- 
tions with Federal Government is com- 
posed of American Surety, F. & D., Na- 
tional Surety. 

Robert Stewart, secretary, Fireman’s 
Fund Indemnity, presided at the annual 
meeting and was excellent in this role. 
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Effect of the War and of Insurance 
On Various Types War Acts 


Digest of New York Brokers Association’s Memo; In General, 
Property Insurance Policies Contain War Risk Exclusion 
Clauses While Legal Liability Insurances Do Not 


The Insurance Brokers Association of 
New York has drawn up a comprehen- 
sive memorandum on “The Effect of the 
War and War Acts on Various Types 
of Insurance.” War risk insurance is 
not considered and no attempt has been 
made to interpret the differing war risk 
exclusion clauses. The conclusion reached 
was that it will take court decisions to 
settle problems in connection with these 
clauses. 

In general, 
covering property 
risk clauses and does not 
defined in these clauses; insurances “ov- 
ering legal liability do not contain the 
clauses and continue to function, 
covering liability of the assured for in- 
juries by enemy action. Following is a 
digest of the subjects covered and con- 


insurance 
these war 
cover risks 


says the memo, 
contains 


even 


clusions reached. 


WORKMEN'S COMPENSATION— 
Commonly, the coverage is not affected 
by the war and does not exclude per- 
sonal injuries to employes from acts ot 
The question is whether aera 


war. 
to employes at work, injured by black- 
out or raid, would be covered. Labor 


Board might not make award, or if it 
did, the company might litigate. Con- 
clusion: “The insurance company would 
still be obligated to protect the work- 
men’s compensation policyholders against 
any awards which were ultimately held 
to be valid.” 


AIR RAID WARDENS — Again the 
question is whether a Labor Board would 
make an award against the employer to 
air raid wardens while engaged in de- 
fense duties on the assured’s premises 
or elsewhere in his dual capacity as em- 
ploye and warden. Conclusion: “It is 
considered that compensation insurance 
properly protects th assured, but that 
the compensation act would not protect 
the air warden unless the injury could 
be equitably defined as arising out of 
and in the course of his employment.” 


Another question concerned with air 
raid wardens has been asked: “What is 
the personal liability of an air raid 
warden?” “In the opinion of at least 
one of the men collaborating on this 
report,” says the memo, “an air raid 
warden acting within the scope of his 
appointment by duly constituted munici- 
pal, state or Federal authorities cannot 
be held liable for his reasonab :: acts, 
as he falls within the category of a Gov- 
ernment employe exercising the police 
power of the state.” 


GENERAL LIABILITY (O. L. & T.) 
INSURANCE—O. L. & T. policies cover 
definitely during air raids and although 
there would be slight chance of the as- 
sured being held liable for injuries to 
the public by bombing, it would seem 
that they are covered. There is some 
chance that failure to install adequate 
equipment might be held to constitute 
negligence. Conclusion: “Unless such 
equipment (stirrup pumps, sand bags, 
pails, water supply, etc.) is soon pro- 
vided for buildings, the insurance com- 
pany may be tempted to cancel the in- 
surance. Short of cancellation, one can- 


not see that the validity of O. L. & T. 
insurance is affected by the lack of 
equipment.” 


AUTOMOBILE INSURANCE—Auto- 
mobile fire policies contain war risk ex- 
clus‘ons; automobile liability policies in 
some companies exclude war risks and 
in others do not. Collision is attached 
to either, but in general practice goes 
with the fire policy. Is the war risk 
exclusion sufficiently stringent to cut 
out claims for damage to insured cars 
by collision during blackout when there 
is no actual air raid in progress at the 
time? Conclusion: “The reports 
are that the insurance companies are 
disposed to be liberal on interpretation 
of the contracts and to consider blackout 
damage covered, unless some later gen- 


eral decision is reached and _ notice 
g ven.” 
PLATE GLASS—Conclusion: “There 


is no war risk exclusion clause in the 
usual plate glass policies, and apparently 
no general clause which would cut out 
war risk damage, but there is reason to 
believe that the plate glass companies 
are now considering using such exclusion 
clauses.” 


BOILER INSURANCE—Policies have 
no exclusion clauses, but require that 
damage must be accidental. It is be- 
lieved companies would claim such dam- 
age is not accidental. Conclusion: “It 
is reported that the boiler insurance of- 
ficials of various casualty companies are 
now discussing this very question and 
may seek to add a war risk exclusion 
clause to outstanding policies by en- 
dorsement.” 


BURGLARY & THEFT—These poli- 
cies do not carry war risk exclusion 
clauses but usually cover only losses from 
within the premises. Looting from with- 
in damaged premises would seem to be 
covered but looting of valuables spilled 
out by collapsed walls and floors would 
seem not to be covered and to be un- 
insurable. Conclusion: “Mercantile bur- 
glary insurance, however, would not 
seem to give any continuing protec- 
tion at all, after premises may be 
cracked open by bombing, for forcible 
entry leaving visible marks would not 
be involved in the looting.” 
INSURANCE — Practically all 


and occupancy, 


FIRE 
fire insurance, use 
sprinkler leakage, riot, civil commotion, 
explosion and rents policies carry war 
risk exclusions; fine arts, tourist floaters 
and inland marine policies generally car- 
ry them. Conclusion: “It is practically 
certain, therefore, that comparatively 
few assureds now carry insurance in any 
insurance company to protect buildings 
or their contents, or other property, 
against air raid or bombardment dam- 
age 


EXTENDED COVER—War risk ex- 
clusion clause in this endorsement, re- 
cently amended, gives partial war risk 
coverage. Conclusion: “Apparently, 
therefore, the extended coverage con- 
tract, as now revised, continues in war 
time to cover the same hazards of ex- 
plosion and aircraft damage as it has 
covered in peace time except for enemy 
action and damage by our own armed 


Royal Indemnity 
Expands N. Y. Facilities 


OFFICE 





OPENS NEW MID-TOWN 


T. B. McGowan Designated as Manager; 
H. F. McDermott Ass’t Manager; 
W. C. Carney Also Promoted 


To improve and expand its New York 
City service facilities in the mid-town 
area, the Royal Indemnity Co. 
this week an uptown office in room 1201 
of the Bowery Savings Bank Building 
at 110 East 42nd St. and the following 
for this office have been 
President F. J. O’Neill. 

Thomas B. McGowan has been trans- 
ferred from the Royal 
Brooklyn office to become 42nd St. man- 
Harold F. McDermott leaves the 
Metropolitan production department at 
150 William St. to take over the - 
of assistant William C. Ca 
ney, also associated with the company’s 
metropolitan department, is in charge of 
underwriting at the uptown office. 

Mr. McGowan’s education and insur- 
ance experience well qualify him for his 
new responsibilities. After graduation 
from Fordham Law School and ad- 
mittance to the bar, he joined the Royal 
Indemnity as a claims adjuster in New 
York City, later becoming claims attor- 
ney in Syracuse. In 1939 he was trans- 
ferred to the New York metropolitan 
department and following training in un- 
derwriting and production, entered the 
city field as special agent. A year ago 
he was assigned to similar duties in t 
company’s Brooklyn branch office. 

Harold F. McDermott, 
with Mr. McGowan as 
ager, has been with Royal Indemnity 
for twenty-two years, and has demon- 
strated outstanding ability during that 
time in many capacities. His first ex- 
perience was gained in the Royal's 
burglary department, but for some time 
he has been one of the company’s suc- 
cessful special agents attached to the 
metropolitan production department. His 
promotion to managerial duties is a well 
deserved recognition. 

William C. Carney, assigned to under- 
writing supervision at the new office, 
has acquired an excellent training for 
these duties during seventeen years of 

- 


underwriting experience with the Royal 
Indemnity. 


Walsh Promoted in Brooklyn 

Following Mr. McGowan’s transfer 
from Brooklyn to the 42n 
manager, Harry J. Walsh 
for the Royal In +> 
tan New York, has 
Brooklyn office as 
Mr. Walsh, native 
sociated with Royal 
past thirteen years, 
knowledg e of 
tion probler 
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ment. For t 
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WAR COVERAGE—“There is little 
or no market at this time with any in- 
surance companies with any war risk 


insurance ashore. 

“The Reconstruction Finance Corpora- 
tion has set up a subsidiary—the War 
Insurance Corporation—with a capital of 


$100,000,000 at the present time. This 
is a temporary stopgap until some better 
plan is devised. .. . No regulations have 


been issued as to presentation of claims 
and the situation is very loose at pres- 
ent. If the total of all claims does not 
exceed $100,000,000, any loyal American 
citizen would probably be properly re- 
imbursed by the Government for air raid 
damage until some better scheme 
vised.’ , 


is de- 





Sioned Holds ‘Best Ever’ 
General Agents Conference 


General agents of Inter-Ocean Cas- 
ualty of Cincinnati, in annual conference 
at the home office January 8-9, were 
ree by the keynote message of 

W. Scherr, president of the company. 
Mr Scherr sounded an optimistic note 
as to the future of A. & H. business 
and felt that the war should have no 
appreciable effect on the sale of new 
business this year. Inter-Ccean Casualty 


closed 1941 with all-round healthy 
growth under his leadership. 
Vice-President W. G. Alpaugh pre- 


sided at all of the sessions and did a 
fine job. About forty attended, includ- 
ing home office people and the speaking 


program ran as follows: 
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Two Hartfords 1942 Ad Campaign 


The first of the 1942 national adver- 
tising of the Two Hartfords appear in 
Collier's, Time, Life, Business Week and 
some other publications this month. The 
initial 1942 advertising is captioned, 
“Who Is the Partner of Sabotage? It’s 
Carelessness—It Slows Up War Work 

. . Let’s Stop It.” All of these ads 
in the initial publications consist of vig- 
orous messages designed to emphasize 
the tremendous importance of accident 
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It's Carelessness . . . Let's stop it! 








HARTFORD INSURANCE 
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Hartford Sabotage Ad 


and fire prevention at this critical period. 

Following the above caption the copy 
Says: 

“In twelve months, industrial acci- 
dents cost America a billion and a half 
man-hours—enough time to build forty- 
five battleships or 195,000 light tanks or 
15,000 heavy bombers!” 

Illustrated by Earl Winslow 

The advertisement contains striking 
sketches by Earl Winslow, well known 
illustrator. It concludes by enumerating 
ten ways to prevent losses caused by 
carelessness : 


Keep heating plants, chimneys, gas 





E. W. MORSE CHICAGO MANAGER 





Manufacturers’ Casualty Selects Him to 
Head Its Branch Office There; Resigns 
American Casualty Post 

Manufacturers’ Casualty of Philadel- 
phia has appointed Edward W. Morse 
as manager of its Chicago branch office, 
effective January 15. 

Mr. Morse’s first insurance post was 
with Continental Casualty and during 
five years with that company he was a 


special agent, and then service office 
manager. 

Shortly after resigning from Conti- 
nzental Casualty, Mr. Morse was seri- 


ously injured in an automobile accident. 
After his recovery, he joined Standard 
Surety & Casualty as special agent in 
Illinois, with headquarters in Chicago. 
Subsequently, he became assistant man- 
ager of this office. 

Four years later he joined the Ameri- 
can Casualty as resident manager in 
Illinois, holding this post for four and a 
half years. 

He has just recently resigned from 
American Casualty to assume manager- 
ship in Chicago of the Manufacturers’ 
Casualty. 





B. HERBERT REAVES ENGAGED 

Miss Ethel L. Young, daughter of 
Mrs. Henry C. Young of Lynbrook, L. I., 
announced her engagement at Christ- 
mas-time to marry B. Herbert Reaves 
who is associated with Loyalty Group’s 
accident and health department in New 
York. Mr. Reaves, who attended Pace 
Institute of Accountancy, is an execu- 
tive committeeman of the A. & H. Club 
of New York. 


connections, electrical equipment in good 
order. 

Keep prem‘ses free of rubbish—keep 
oily or greasy materials in approved 
metal cans—empty waste cans daily. 

Keep stairs, passageways, fire escapes 
and exits unobstructed. 

Install safety guards wherever needed 
—have proper lighting and ventilation. 

Use only correct size electrical fuses. 

Observe safety rules on smoking. 

Educate employes to be careful on 
their own jobs, throughout the plant, on 
the street, at home. 

When lifting heavy objects keep back 
straight, bend legs, use leg muscles— 
not abdominal muscles. i 

Get plenty of rest—see doctor for 
periodical check-up—report all injuries 
at once. 

Keep car in 
plentv of time to get 
speeding. 

Advance proofs of this campaign which 
were submitted to leaders in agency 
ranks and to many in the company’s 
own field organization have called forth 
many complimentary expressions regard- 
ing the timeliness and importance of this 
broid-gauged contribution to America’s 
production program and to the public 
welfare generally. 
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New Jersey Claim Service Bureau 


11 Commerce Street, Newark, N. J. 
Phone: MlItchell 2-7080-1 
Branch Offices—Asbury Park, N. J.—Newton, N. J. 


Make This Your N. J. Claim Office 


FIRE—CASUALTY 


Adjusting 
WORKMEN’S COMP. 








ASHBY POSES WAR QUESTIONS 





Civilla:: Defense Work Brings Problems 
to Underwriters on Many Counts; 
Newark General Agent’s Views 
William T. Newark general 
in a current article in “The New 
Jersey Agent,” the following as 
some of the questions brought up by 
defense work in which many insureds 
are engaged to which answers should 

be found: 

“(1) In some communities station 
wagons and commercial cars are to be 
temporarily converted into ambulances 
by the installation of stretchers when 
the vehicles are called for by the civilian 
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THE MAN WITH A PLAN 








index type of presentation. 








Agents have unusual “luck” with The Employers’ Group 
Analysis Plan, because such a plan is an effective way 
of telling a story and selling a prospect. It’s direct — 
easy to understand. It shows a man what insurance he 
needs and what insurance he has—the coverages, limits, 
premiums and expiration dates —all in a handy visual- 


To find out more about this Analysis Plan, read our 
monthly magazine “The Pioneer.” A written request to 
The Employers’ Group Publicity Dept., 
Boston, will get a copy for you. 





110 Milk St., 




















defense organization. Is the insurance 
afforded by the policies of the owners 
of these vehicles thereby affected ? 

“(2) Air raid wardens and volunteer 
police reserves will in the event of an 
alarm go upon the highways to direct 
pedestrian and vehicular traffic. Do they 
become personally liable for having di- 
rected other persons to go to places that 
prove to be dangerous and result in 
their injury? If so, is their personal 
liability insurance affected by this emer- 
gency work? 

“(3) Certain buildings—residences and 
other types—have been designated as 
temporary refuges in the event of an 
air raid alarm, particularly for ch‘ldren 
who have been evacuated from the 
schools. Does such emergency use of 
the buildings affect the O. & T. or other 
pul@ic liability insurance carried by the 
occupant of the building?” 

“These are real questions in the minds 
of the underwriters concerning these 
propositions,” says Mr. Ashby. 





Paul Calls Compensation 
Laws Inadequate for War 


New Jersey’s workmen’s compensation 
laws were termed inadequate for war- 
time by Joseph C. Paul in addressing the 
Insurance Law Section of the New Jersey 
State Bar Association during its mid- 
winter meeting January 9 and 10 in 
Newark. : 

Mr. Paul, a former New Jersey As- 
semblyman and chairman of the associa- 
tion’s legislative committee, recommended 
that war workers’ claims be given priority 
in hearings, compensation be gauged ac- 
cording to peacetime earnings and present 
wages, workers be compensated for in- 
juries resulting from subversive acts, the 
Federal Government reimburse employers 
making payments to war workers, and that 
injured workers be given seniority in re- 
placement upon returning to work. 





BOUNDS TALKS BEFORE FORUM 
Michael J. Hally and Federal Official to 
ddress Next Session on 
January 21 

At a meeting of the Surety Company 
Claim Men’s Forum of New York held 
on January 7, Wade G. Bounds of the 
Maryland Casualty Co. presented an 
interesting and informative talk on As- 
signment of Claims Act of 1940. In his 
talk Mr. Bounds dwelt on the relation 
of this Federal law to contract bonds. 
The meeting was well attended. 

The next meeting will be held on 
January 21, at which it is planned to 
have a representative of one of the Fed- 
eral law enforcement bureaus speak to 
the membership on “oe Employes Dis- 
honesty Losses and Thefts. 

Michael J. Hally of the United States 
Fidelity & Guaranty Co., a member of 
the forum, will also talk on Contract 
Bonds. This is a very timely subject 
and a large attendance is expected. 


PITTSBURGH HEARS RENSHAW 
J. P. Renshaw, assistant manager Mas- 
sachusetts Bonding in Pittsburgh, led a 
discussion on recent general liability 
changes at the monthly luncheon meet- 
ing of the Pittsburgh Casualty Insur- 
ance Association recently. James 
Wilson, Travelers, president of this as- 
sociation, urged careful study of the 
new provisions so as to avoid miscal- 
culations. 
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0’Connor Talks Before 
Atlanta A. & H. Men 


LaFAYETTE DAVIS  PRESIDES 








Speaker Upholds Strong Organizations 
As Protection for American 
Way of Life 





E. H. O’Connor, agency manager, ac- 
cident. department, Provident Life & 
Accident, Chattanooga, was principal 
speaker at the meeting of the Atlanta 
club of the National Association of Ac- 
cident & Health Underwriters at Pied- 
mont Hotel, January 12. 

LaFayette Davis, newly elected presi- 
dent, presided. The Atlanta group, which 
now has an intensive membership cam- 
paign under way, heard Mr. O'Connor 
say that the American way of life can 
be perpetuated only through strong or- 
ganizations cooperating in their respec- 
tive fields, despite the frequently heard 
plea that Americans are overorganized. 

Mr. O’Connor pointed out that the 
1941 volume of accident and health busi- 
ness would reach approximately $320,- 
000,000 so that it is now entitled to 
recognition as big business. He listed 
the following reasons why every acci- 
dent and health producer should be a 
strong supporter of his local unit of 
the national organization: 


Highest Possible Plane 


To put the selling of accident and health in- 
surance on the highest possible plane of service 
to humanity. 

To promote educational and legislative meas- 
ures tending to reduce accidents and to im- 
prove health standards. 

To educate the public as to the need and 
benefit of accident and health insurance. 

To inform the public as to the dangers in 
buying from unauthorized insurance organiza- 
tions. 

To stress the importance of high standards 
of ethical conduct in the business of accident 
and health insurance, 

To support the principle of adequate agency 
service for every accident and health insurance 
policyholder. 

To educate and encourage the better training 
of agents. 


To Cultivate Comradeship 


To cultivate comradeship among members. 

To aid in directing and shaping accident and 
health insurance legislation. 

To bring about closer cooperation of agent 
and company. 

To sponsor sales congresses, Accident and 
Health Week and other special sales activities. 


Mr. O’Connor warned that the only 
way to prevent unfriendly legislation 
looking to the establishment of govern- 
ment operated health and accident in- 
surance plans on a compulsory basis 
would be for the individual A. & H. un- 
derwriters of the nation to do a better 
job of placing this protection more 
widely, with their association serving as 
a strong organization representing mil- 
lions of policyholders and having the 
right to be heard upon legislative mat- 
ters inimical to the American Agency 
System. 





American Auto Takes Stand 
On Accidents in Blackouts 


The American Automobile of St. Louis 
has bulletined its agents and brokers 
throughout the United States on the com- 
pany’s stand with regard to liabilities for 
losses in time of blackouts. This com- 
pany has definitely stated that “we are 
not denying liability solely and simply be- 
cause an accident or loss occurs during 
a blackout provided the accident or loss 
would come within the terms of the policy 
if it occurred at a time other than during 
blackout.” 


Convention Examination 
Of Provident L. & A. 


AFFAIRS ARE IN GOOD SHAPE 





Zone Examiners Say Management Has 
Ably Safeguarded the Interests 
of Policyholders 


The Provident Life & Accident of 
Chattanooga, has issued a statement on 
the convention examination recently con- 
cluded, in which the stamp of approval 
was placed upon the company’s affairs 
by the examiners. The examination cov- 
ered the period from July 1, 1938 to July 
1, 1941, and the examiners closed their 
report as follows: 

“It is considered that the company’s 
assets have been conservatively valued, 
and its liabilities provided for adequately 
in this report. All obligations of the 
company are met promptly and the man- 
agement has ably safeguarded the inter- 
ests of its policyholders.” 

Harris in Charge 

Will L. Harris, of the Tennessee In- 
surance Department, was examiner in 
charge, with the following examiners 
representing five zones under which the 
convention plan is conducted: 

O. D. Morrow, Arkansas; A. A. Chil- 
man, Michigan; James E. Duduit, Ohio; 
G. B. Avery, Washington, and Ed H. 
Mashburn examiner, and S. E. Allison, 
actuary, of the Tennessee Department. 

The company, which writes life, acci- 
dent, health and group insurance, is 
fifty-four years old, having been founded 
in 1887. On the matter of claim pay- 
ments, the convention report says: 

Pays Claims Promptly 

“Review of a large number of closed 
claim files shows that the company pays 
its just claims promptly. During 1940, 
a total of 154,618 payments were made 
to 110,946 claimants. On all claims in- 
curred in 1940, only twenty-three have 
resulted in litigation.” 

Its city property mortgage loans are 
$4,390,854, and its farm mortgage loans 
amount to $67,287. Only one loan is past 
due as to principal, and in this case the 
borrower is deceased and the company 
has an assignment of a $5,000 life insur- 
ance policy. Only two loans are de- 
linquent as to interest, both for less than 
thirty days. The following are excerpts 
from the report referring to investments: 

“Bonds—The book value of bonds $5,- 
558,482.15, of which amount U. S. Gov- 
ernment represents 36.92%; States 13.91; 
Political subdivisions 18.41; Railroads 
4.81; Public Utilities 11.52; Industrial 
and miscellaneous 14.43. Market value 
of bonds as of June 30 exceeded book 
value by $251,931. No bonds are in de- 
fault. 





Real Estate Value 

Real Estate—Book value of real estate 
$747,190, consisting of a thirteen story 
office building, valued at $604,557, and 
other real estate acquired through fore- 
closure, valued at $142,632 (marked down 
to approximately 80% at the time of 
foreclosure). Included in this amount 
are eight (8) farms, valued at $24,443. 
Company does not capitalize past due 
interest or other expenses upon fore- 
closure of real estate. Home office build- 
ing has rentable area of 61,561 square 
feet, and is 96% rented. Company uses 
40% of rental area. Company has de- 
preciated the cost of home office building 
2% annually since its erection in 1924. 

Assets—June 30, 1941 — $15,712,006. 
Capital, surplus and contingency re- 
serve $4,024,479. 


MICHIGAN SURETY DIVIDEND 

Michigan Surety of Lansing, has de- 
clared a year-end dividend of two dollars 
per share and bonus checks amounting 
to the equivalent of two weeks’ pay 
were distributed to home office employes, 


Kansas City Sales Recording to 
Feature A. @ H. Meeting There 


Presentation of the recording “T 
Formation for the App Bowl” will be 
a feature of the mid-year meeting of the 
National Association of Accident & 
Health Underwriters at Kansas City, 
January 26-28. This recording of sales 
presentations was made by members of 
the Kansas City Association of Accident 
& Health Underwriters. 

Participating in the recording were 
Lysle Kindig, Massachusetts Bonding & 
Insurance Co. as coach, and the follow- 
ing “Four Horsemen”: George Swaney, 
Washington National; Tuller Bayless, 


farm in central Kansas. He entered the 
A. & H. business in 1918 when he was 24 
years old. He is the largest producer 
of A. & H. business in his company’s 
Kansas City agency. He first repre- 
sented the Great Western of Des Moines 
which was purchased by the Washington 
National in 1937. He is a member of 
the executive committee of the Kansas 
City A. & H. Association. 

Mr. Bayless was born on a Kansas 
farm and was graduated from the Col- 
lege of Emporia in 1927 with an A.B. 
degree. -He worked his way through 





“T Formation for the App Bowl” 








Seated, left to right, participants in the program: Guy Lane, B.M.A.; Carl 
Damon, American Savings; L. Tuller Bayless, Pacific Mutual; George Swaney, 
Washington National; Lysle Kindig, Massachusetts Bonding, program chairman; 
Ray Moser, prospect. Standing, Kansas City association executives: Kiah Warden, 


Connecticut General; Minor Abel, B.M.A., president; J. 


Ives Barton, Maryland 


Casualty; Roland Westover, Aetna; Robert Watts, Pacific Mutual; F. Glenn Pack- 
wood, Massachusetts Bonding, general chairman 1942 mid-year convention. 


Pacific Mutual Life; Carl Damon, 
American Savings Life and Guy Lane, 
Business Men’s Assurance. Ray Moser, 
sales manager for a laboratory supply 
company, served as prospect. The sub- 
ject is taken from the famous T foot- 
ball formation, popularized by Stanford 
University and the Chicago Bears. 
Sales Presentations 

The recordings are of actual sales 
presentations and were made without the 
knowledge of the producers. Mr. Kindig 
lured each of the four participants at 
different times to his own office to meet 
Mr. Moser, on the pretext that a pros- 
pect for A. & H. insurance was in his 
office, and for some reason Mr. Kindig 
himself could not sell him. 

While the unsuspecting A. & H. men 
went into their sales talks, the recording 
was made. A microphone was put in 
the desk drawer with extension to the 
adjoining office where the operator had 
the transcribing equipment. The result 
is the recording of actual sales inter- 
views. 

Coach Kindig’s Career 

Mr. Kindig, the coach, was born at 
Leavenworth, Kan., and was graduated 
from the business school of Kansas Uni- 
versity in 1930. He had two years of 
law at the Kansas City School of Law, 
night school. He grew up in the A. & 
H. business, since his father has repre- 
sented the same company for more than 
twenty-five years. 

He worked a large part of his way 
through the university selling A. & H. 
insurance and has been with the Massa- 
chusetts Bonding since he was old 
enough to obtain a license. Since 1931 
he has been district manager in Kansas 
City. 

He was an athlete in high school and 
college, and is past president of the 
Kansas City Alumni Association of the 
University of Kansas. He is also a 
member of the life underwriters’ asso- 
ciation and an executive officer in the 
Kansas City Association of A. & H. 
Underwriters. 

Swaney and Bayless 
Mr. Swaney was born and reared on a 


college following the bakers’ trade in 
Winter and selling books in Summer. 
After college, he came to Kansas City 
and worked as an accountant for five 
years. He joined the Kansas City agency 
of the Pacific Mutual Life ten years 
ago and is the largest producer in the 
Robert Watts agency. 
Damon and Lane 

Mr. Damon is the only member of the 
group who was, born in Kansas City. 
He was graduated from De LaSalle 
Academy and attended Rockhurst Col- 
lege for two years and the University 
of Kansas for one year. He worked 
for a biscuit company from 1926 to 
1928. He was on the sales force of the 
Business Men’s Assurance from 1928 to 
1940 and then became home office gen- 
eral agent for the American Savings 
Life. He has more than 2,500 active dis- 
ability policies in force, a large propor- 
tion of his clients being among lawyers 
and business and professional men. 

Mr. Lane was born in Central Missouri 
and began teaching school at the age 
of 17. While in the teaching profession, 
he attended Kirksville Normal School 
four Summers. He joined the B. M. A. 
three years ago, and for the past two 
years he has been one of the largest 
producers in the home office agency. 





Travelers Advances Lowe 


And Lloyd C. Withers, Jr. 


The Travelers has appointed Lloyd C. 
Withers, Jr. assistant manager of Life, 
Group and Accident departments at 
Charlotte, N. C. and John S. Holbrook 
to the same position in Milwaukee. 

Another appointment is that of Horace 
Q. Lowe as field assistant in the com- 
pany’s branch office in Indianapolis. 

A. George Brewer, former manager 
of Life, Accident and Group departments 
at Ottawa, has been promoted to man- 
ager of those departments at Montreal 

The company has transferred Kean R. 
Dulany, previously assistant manager of 
the Life, Accident and Group depart- 
ments at Ft. Worth, to the same position 
in Dallas. 
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Bureau Announces Small 
Increase in Auto Rates 


ELIMINATES CLASSIFICATIONS 
Revision Does Not Include 1941 Experi- 
ence; Jones Makes Statement 

in Illinois 
‘entbodying an overall 
injury and 
private 


Rate changes 


increase of 3.5% for bodily 
damage 
passenger automobiles and of 1.8% on 


property insurance on 
commercial cars for automobile liability 
insurance have been announced by the 
National Bureau of Casualty & Surety 
Underwriters, effective as of January 12. 

With the rate revision, all the re- 
maining differences in light, medium 
and heavy passenger automobiles have 
been eliminated, so that practically 
throughout the country there is no 
longer any variation in the cost of auto- 
mobile liability insurance by make or 
model of car. 

In accordance with the usual rule gov- 
erning the application of rate changes, 
the revised rates are available in most 
territories at the option of the insured 
on policies effective on or after Novem- 
ber 1, 1941 

Private Auto Changes 

Rate changes on private passenger 
automobiles have been made in some or 
all of the rating territories in the fol- 
lowing thirty-four states, 

Arizona, Arkansas, California, Colo- 
rado, Connecticut, Delaware, District of 
Columbia, Florida, Idaho, Illinois, Indi- 
ana, Iowa, Kansas, Kentucky, Michigan, 
Minnesota, Mississippi, Missouri, Mon- 
Nebraska, Nevada, New Jersey, 
New Mexico, North Dakota, Ohio, 
Oregon, Pennsylvania, Rhode _ Island, 
South Carolina, South Dakota, Tennes- 
see, Vermont, Wisconsin, Wyoming. 

Rate changes on commercial automo- 
biles have been made in some or all of 
the rating territories in the following 
eighteen states, 

Arizona, Arkansas, Colorado, District 
of Columbia, Florida, Idaho. Illinois, 
Indiana, Kansas, Michigan, Mississippi, 
Missouri, New Mexico, Ohio, Pennsyl- 
vania, South Dakota, Tennessee, Ver- 
mont. 


tana, 


Required by Experience 
“In revising rates on the basis of the 
annual experience reports of the com- 
panies, the changes have been confined 
territories and classifications 
for which they are definitely required 


those 








Predicts Rise in Accidents 
Through Auto Curtailment 


Sidney J. Williams, director of safety, 
National Safety Council, Chicago, has 
predicted that curtailment of new tires 
and automobiles, instead of bringing a 
decrease in accidents, will give rise to 
an increase in traffic casualties, due to 
the possible combination of rattletrap 
automobiles, thin tires, bicycles, horse- 
drawn buggies and blackouts. 

He voiced the belief that motorists, 
driving older cars, may be unable to keep 
them in safe condition because of a 
shortage in parts and mechanics; that 
many motorists will use their tires be- 
yond the point of safety; that highways 
will become increasingly blocked with 
war traffic and that blackouts will add 
to the hazard. He further said that in 
England traffic deaths in the daytime 
when the blackout is not a hazard in- 
creased greatly in the face of curtail- 
ment of non-essential auto travel. 








by the experience,” the bureau announce- 
ment says. “Most of the increases in 
rates are for property damage liability 
insurance, where the experience has been 
especially unfavorable due principally to 
the increase in accidents and the rising 
cost of labor and materials. 

“The experience upon which this revi- 
sion is based does not include experi- 
ence for the year 1941 which will not be- 
come available in form for rate making 
purposes until the latter part of this 
vear. Although there was a marked 
increase in accidents and a further rise 
in the cost of labor and materials in 
1941, no factor has been included in the 
revised rates to reflect those conditions 
due to the unpredictable nature of con- 
ditions in 1942.” 

According to the bureau, elimination 
of differences in rates on light, medium 
and heavy cars, based on experience of 
the companies, has resulted in a reduc- 
tion in the rates in many territories on 
the heavier private passenger cars. The 
revised rates are being distributed to all 
holders of the automobile casualty man- 
ual in the states named. 

Jones Makes Statement 

Announcing acceptance of the filing 
for Illinois, Insurance Director Paul F. 
Jones issued a statement saying that 
the principal change in that state is elim- 
ination of the three classifications. The 
statement says there will be little or no 
change in the average bodily injury 
rates for the state as a whole, but prop- 
erty damage rates for private passenger 


Towner Bureau’s Meeting 


R. H. Bland, H. P. Stellwagen New 
Directors; Lewis, Kirkwood, Zimmer- 
man Re-elected; 31 Years Old 
Martin W. Lewis, president, and J. L. 
Kirkwood, secretary, were re-elected to 
their respective posts at Towner Rating 
Bureau’s annual meeting last week in 





MARTIN W. LEWIS 
New York City. The bureau has com- 
pleted thirty-one years of continuous 
operation in the fidelity, surety and 
forgery rate-making fields and holds the 


cars will be increased an average of 
approximately 10%. 

For commercial cars the bodily injury 
rates in Illinois will produce an increase 
of approximately 5% and for property 
damage, 12.5%. Over all, says the Di- 
rector, commercial vehicle premiums will 
show an increase of approximately 7.7% 
and private passenger cars, 3.1%. 

“Changes in rate filings have been ex- 
pected for several weeks,” the statement 
says. “Insurance companies writing 
automobile business have insisted that 
the high accident experience last year, 
the highest for automobiles in history, 
and tendency of many courts to return 
high awards has placed the automobile 
business in the position where many 
companies have been operating at a loss 
on their bodily injury and property 
damage lines.” 
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A GENTS are attracted to 

Central Surety by its sound 
management policies administered 
by an experienced and progres- 


sive underwriting staff. 


EASTERN DEPARTMENT 





CENTRAL SURETY 
AND INSURANCE 
(RPORATION 
83 Maiden Lane 
New York City Whitehall 3-1292 


Bens. G. D. BLUE 
Resident Vice-President 

















respect and confidence of the bond'ng 
fraternity. 

The annual meeting was marked by 
election as directors of R. Howard Bland, 
board chairman, United States F. & G,, 
and H. P. Stellwagen, executive vice- 
president, Indemnity Co. of North 
America, to succeed Vincent Cullen, Na- 
tional Surety president, and the late E. 
C. Lunt, Great American Indemnity vice- 
president. Re-elected to the board were 
W. M. Smith, Aetna Casualty & Surety 
vice-president; B. H. Bratney, Maryland 
Casualty vice-president; W. J. Falvey, 
Massachusetts Bonding vice-president, 
and President Lewis. 

P. A. Zimmermann was re-elected as- 
sistant secretary of the bureau. 





Streamlined H. O. Session 
Held by Amer. Automobile 


American Automobile’s branch man- 
agers conferred with home office execu- 
tives in St. Louis this week, being the 
seventeenth annual staff conference. It 
was a streamlined business session with 
emphasis placed on the multiple line 
development program now under way 
on a countrywide basis. Canadian man- 
agers also attended. The company was 
thirty years old last December 18. 














Casualty Reinsurance Executives in New Key Posts 





JOSEPH P. GIBSON, JR. 
Vice-President and Secretary 
Excess Insurance Co. of America 


ARTHUR G. STANTEN 
Vice-President 
Excess Insurance Co. of America 


ARTHUR VON THADEN 
President 
Excess Underwriters, Inc. 


LESTER A. MENEGAY 
Vice-President 
Excess Underwriters, Inc. 
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